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-@ Irving S. Florsheim has 
some advantage in having 
Milton Florsheim for a father, 
but the advantage is that of 
inheriting the ability to go to 
the root of a problem and find 
its solution. As president of 
the Florsheim Shoe Company, 
with its far-flung business in- 
terests, Irving Florsheim has 
an opportunity to observe 
business developments over a 
broad field. His conclusions, 
therefore, are based on facts, 
rather than surmises. 
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Normal Business Ahead 


F spite of the many predictions 


following the sharp break in the stock market in 1929 that the business 
depression would all be over within sixty days, the net result has been, since 
October, 1929, except for seasonal improvement, business generally has 
become progressively poorer each succeeding month. Production of basic 
commodities during the first months of :1930 declined but not as fast as con- 
sumption. Since August of last year.I do not think production has exceeded 
consumption. Perhaps in some instances consumption has even been greater 
than what has been produced, but in most lines there are still considerable 
surpluses although in very few instances are they of alarming proportions. 
Bankers and business men alike have used the past year to put their house 
in order and have eliminated many wastes that creep into industry in a boom 
period. This has brought about lots of unemployment and part-time em- 
ployment, but while all of this makes for many difficulties today the country 
is putting itself in order to proceed on a normal business basis.. Commodity 
prices have declined materially, thereby increasing the purchasing power of 
the dollar. These commodity prices have, in many instances, now reached 
levels so low that it is hardly conceivable that they will recede further. In the 
past, when basic commodities stopped receding in value and started swinging 
upward, business soon followed. I have every reason to believe that this will 
happen now. 

Normally, the difference between good business and bad business is ten or 
fifteen per cent but, after a period of excessive speculation, followed by a 
period of severe business depression, the decline in business always continues 
to an unwarranted low level. This, in my opinion, is our position today. 

I do not think that business activity will go to lower levels at this time. 
Neither do I see any reason for any increase in activity before late Spring— 
and then I believe that the increase will be gradual for some time. In other 
words, after a hard rain it takes a long time for the sidewalks to dry. And, 
for the benefit of the pessimist, I might add that it always has stopped raining 
and will now. The trouble is that our arms get tired holding up our um- 
brellas such a long time. I look for business to attain the level that it 
reached in the year 1927, perhaps by the latter part of 1931 or the forepart 
of 1932. Anything beyond that I believe to be an unreasonable expectation. 

The latter part of 1928 and the forepart of 1929 found business in this 
country abnormally high—a boom year and an era unlikely to be repeated 
for some years to come. 

I am not extremely optimistic about the immediate future but I have every 
confidence in the revival of normally good business, certainly within the next 
twelve months. Bear in mind that during the last twenty-five years mass 
production and mechanization of industries as well as farming in this country 
have produced an economic revolution the result of which we are feeling now 
and which will be a contributary cause to many more ups and downs before it 
is fully digested. 

This is the penalty of progress but the vast resources of this country, 
with an increasing population, are bound to spell “success” for the future. 


IRVING S. FLORSHEIM, 
President, The Florsheim Shoe Co. 
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The New Day 


New Methods Needed in Men's Business 
to Serve the New Generation, Merchants 


Are Told at N.S.R. A. Forum 


* . . 
continue in as good health as you are now and that 


prosperity will soon return.’ I got up out of the 
chair and started for the door, and he said: ‘Wait a 
minute, you neglected one thing. You have not 
asked me for any business.’ He reached into the 
pocket of his desk and he pulled out an order for 
$58,000 worth of merchandise.” 

That was after 1930. You probably read yesterday 
where 22,000 men in Detroit returned to work on 


Monday. That 22,000 men—that does not only help 


' ‘Detroit but it must cast a spirit into other cities as 


Courtesy Marshall Field & Co 


Today, in discussion of the 


men’s business, we cannot pull very much from the 
past that will help us this day and in the future. It 
is a new day. I had the pleasure of talking to quite 
a few men on the day after New Year’s, and it was a 
splendid thing to see the spirit that those men had, 
feeling that they had wiped off of their slate the year 
of 1930 and that they were going out into a new 
year with a new hope. 
that thing permeate your own institution. 

I had a man come in and he said: “You know, I 
feel as though I could buy the store out today.” I 
said: “That is great, to hear a man talk like that. 
What has happened?” He said: “I was out to the 
Oakland Motor Car Company yesterday to make a 
friendly contact, as I do occasionally, and to have 
them keep me in mind when the time presents itself 
for an order. We discussed a few things, and finally 
I bade my friend good-bye and I said: ‘I hope you 


Why, you could almost feel 


well, because those reports form headlines in your 
newspapers, and that is what we are after, to 
straighten out the public mind. 


p erhaps no angle of the shoe 
business has given more real concern and has caused 
more headaches arid heartaches than that of men’s 
shoes. After much careful thought and study of my 
subject I wish to present it in three parts: 

First, the retailer of men’s shoes. 

Second, the style and value element. 

Third, the ultimate results. 

To begin with the retailer. He must have a definite 
idea in mind, a definite policy he desires to pursue, 
and that embodies a purpose to serve and certain 
definite fundamentals that are to be recognized and 
adhered to. 

There is no question but the policies of institutions 
have varied in a great many instances that have not 
been beneficial, because after this storm is over, the 
policy, if it is broken, remains in the customer’s mind 
longer than it does if it is still maintained. 

The foundation and ideals must be sound, uprighit 
and absolutely in favor with the public’s will. We 
must be sincere in our purpose to be a public servant 
and establish confidence and live up to it. The glor\ 
of success is not given to every one who enters the 
men’s shoe business. Some think that all that is 
necessary to become a storekeeper is to stick out a 
shingle “Shoe Retailer,” and that is sufficient to bring 
success. 

True it is that a great many enter our line of busi- 
ness without any apparent knowledge of it. I recall 


Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Jan. 24, 1931 





in Shoes 


By 
STEVEN J. JAY 


when the licensed saloon keeper was 
put out of business and the Eight- 
eenth Amendment came into being, a 
great many of these men entered the 
shoe business, thinking that it was 
perhaps an easy line to follow, but 
soon found that it required more than 
just finance, and they did not last 
long. And, as you think it over, it 
is truly remarkable that the outstand- 
ing men’s stores are still out in front 
after this bombardment of “in and 
outers.” 


[ can take you 
up any street in any city of any size, 
and I can show you banners that are 
flaunted in the windows, particularly 
the men’s stores, “Going out of busi- 
ness, Chattel Mortgage, We are 
helping to lower price,’ and all those 
kinds of things; and it is a wonder to me that a man, 
a retailer with a legitimate store, ever gets a chance 
to bring back to his store a customer, because these 
things befuddle the mind and they cause a certain 
unrest that is bound to affect one who is trying to stay 
through. 

That constant nibbling at the pairs of men’s shoes 
has eaten into legitimate stores volume, but, thank 
God, they are passing out of the picture now. We 
must prove to the men of America that there is a 
difference in the kind of service we render, in the kind 
of shoes we sell and in the kind of values we present. 

The second thought this morning is the style ele- 
ment, which is most interesting and can be a most 
tragic matter. As I stand at the corner of Forty- 
second Street and Fifth Avenue in New York, or 
as I walk down State Street in Chicago, or if I take 
you over on Woodward Avenue or Washington 
Boulevard in our own city, and watch the parade of 
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Courtesy Marshall Field & Oo. 


men go by, watch the type of men and observe their 
dress and shoes, I am amazed at the lack of attention 
given their footwear. I see professional men wearing 
shoes intended for a different strata of society. | 
see office men wearing shoes that belong on another 
type. Then I find factory men wearing the wrong 
type and the wrong sizes. 


| say to you men, | am 
amazed when I think that we have worked so hard 
on the improvement of men’s styles and the construc- 
tion of shoes for the men of America for years, and 
have accomplished so little. 

Shoe education: I find high-class tailors neglecting 
their shoes. I recall at the end of a football game up 
in Ann Arbor this year, going into the Michigan Union 
after the game, I found a chap with a splendid camel 

[TURN TO PAGE 35, PLEASE] 
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P reponderance of opinion 
among shoe merchants the country over seems in 
favor of maintaining prices, grades and quality, if we 
may judge by the hundreds of letters received in re- 
cent weeks by Boot AND SHOE RECORDER in response 
to its questionnaire on this subject. 

Many of these letters, written by representative 
merchants in all sections of the country, have already 
been published in the Recorper. Others are repro- 
duced herewith. They reveal widely divergent opin- 
ions and a multitude of ideas on price problems and 
price policies. But the majority are in favor of main- 
taining both prices and quality. 

This being so, the Recorper’s inquiry into the 
price question opens up another field of study and 
investigation that is equally important. It raises this 
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question : What methods must the shoe merchant, wlio 
has determined to maintain price levels, use to kecp 
up volume in a season when the public is price con- 
scious to a degree that has rarely if ever been the 
case in the memory of the present generation? 

How can the merchant convince the consumer that 
today’s shoe prices are the lowest consistent with 
honest values and intelligent service? To us it loos 
like a big job to be done in advertising, in display, in 
selling, in promotion of all sorts, to convince a relic- 
tant and critical public that shoes are worth their price 
and more. It can be done and it must be done, )ut 
the question is how to do it. That’s a problem worth 
thinking about. 

Profits are made when shoes are sold and so the 
problem is still one of “getting more shoes sold rig!tt.” 
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4 Battle Royal of Price 
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Shoe Merchants, to Maintain Volume, Must Sell a 





Critical Public on Value of Quality and Service 


Have you ever seen a battle royal on a battleship? 
A ring full of gobs blindfolded, with one fist free for 
the battle? 

That’s the picture of trade today—when a $4.85 
shoe challenges a $16.00 number and the wallop of 
price is a knock-out. But quality shoes have more 
on the fist than price alone. We found that out in 
this brave, steady fight that has been put up by reg- 
ular shoe stores who believe that into a shoe still goes 
not only a shoe but a service. 

The last man up in a battle royal is he who can 
deliver the right goods at the right price, in the right 
fitting, in the right style, color and service—for price 
alone wins only a temporary battle. It takes “guts” 
to fight in the corner against all the uppercuts of 
price. 

We now transfer the battle royal from the fore- 
deck to the floor of your shoe store. 








E. E. Kabe, 
Rabe’s, 
Van Nuys, Cal. 

“In looking over the few lines of. spring sample 
shoes that we have seen, there does not appear to be 
enough price change to warrant reducing the retail 
price to the public. Our complaints are due to unem- 
ployment, and we do not find that the trade is looking 
for or expecting cheaper shoes. 

“We are buying from our regular sources and if we 
find the wholesale prices to be lower, we will natu- 
rally pass the lower prices on to the trade, but will not 
change our grade of shoes in order to put out any 
lower grades or prices than we have been selling. 

“We cannot change the policy of our store nor the 
grade of our shoes in one or two seasons, and we 
believe that shoe prices will tend to return to existing 
levels when the present emergency has passed.” 


M. B. LaPlante, 

Walk-Over Shoe Store, 

Worcester, Mass. 

_ “It is perhaps one of the hardest things for a mer- 
chant to forecast the trend in this next coming year, 
knowing that the fellow up and down the street may 
be switching from one policy to another and not know- 
ing just what to do. We are right in the center of a 
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greatly varied manufacturing city, and we have most 
certainly felt the depression of the past year. 

I cannot see wherein a merchant is going to better 
himself by cheapening his grade and using prices that 
will be bait only for a short time to his own clientele. 
Our prices are more or less established ‘and we feel 
that it will be an advantage to us to stay within our 
present price range, relying on our ability to let our 
customers know that we are giving them the advan- 
tage of any price reductions in making our shoes 
better values to them. 

“Unquestionably the trend is upward, and there is 
going to be less discussion when times are better to 
keep our prices as they are than to lower them, at 
this time, than try to bring them back when times 
are normal.” 


D. C. Byck, 
Byck Bros. & Co., 
Louisville, Ky. 

“Our idea as to the wiser problem is to maintain 
prices at existing levels—prices that have been built 
up—and to give in those prices finer merchandise and 
consequently greater values. 

We feel that lower price levels at this time will be 
only to fall in with the hysteria of the times and when 
the present economic condition is passed the store that 
has adopted this policy will find that it has undone 
the work of many years previous. 

“We realize that this is only a personal opinion and 
of course we feel that it is sound, but we will be in- 
terested to receive the opinion of other stores as you 
mentioned in your letter.” 


S. Silverman, 
Rocsil’s, 
Oakland, Cal. 

“With the present state of mind of the buying 
public, it is my poinion to stick to the same grade of 
merchandise, providing the values are the best pos- 
sible at these prices, and sell shoes at the lowest price 
consistent with good business. Remember, a store 
should be established for value first and not for price. 

“My conclusion is the result of experience of the 
merchant in the period from 1914 to 1922. He who 





Battle Royal of Price—The 


has sold consistently good merchandise at the right 
prices, and raised his prices as shoes advanced, fared 
much better than the one who stuck to the same prices 
of 1914 and bought a lower grade of merchandise to 
sell at his established price.” 


C. H. Livingston, 
Livingston’s, 
Sonora, Cal. 

“In the better grade shoes, we are going to hold 
firm to prices such as $7.50, $8.50 and $10.00 grades, 
and if the market allows, have these grades improved 
as to quality and style. Now in the cheaper grades 
and in service or work shoes we are going to hold to 
quality. 

“But, starting at once, we are going to sell on a 
closer margin until the depression is safely over, then 
if we must advance to hold proper profit we will do 
this very gradually. 


John W. Bell, 
Bell’s Booteries, 
Nashville, Tenn. 

“T feel that for the future it is not so much a ques- 
tion of volume as it is a question of turnover and 
profit. I think we have all got to get our stocks down 
to the proper turnover basis, forgetting volume, and 
being in position to have the right merchandise at the 
right time, and not being obliged to force merchandise 
out on the market at a lower mark-up. 

“We find that customers are still very much inter- 
ested in quality merchandise in the correct styles and 
materials, and find that nationally known and adver- 
tised merchandise sell at the present time with much 
less resistance than unadvertised brands.” 


F. E. Connor, 
Pettis Dry Goods Co., 
Indianapolis, Ind. 

“In style shoes we have carried five prices—$5.00, 
£6.50, $7.50, $8.50 and $10.00. It is our belief that 
the price should not be lowered, but that quality should 
be improved. In connection with that we are elimi- 
nating out two poorest selling price lines, $7.50 and 
$10.00, and then we will have three price lines on 
which we will concentrate and improve. 

“This policy is much better than lowering grades to 


merely meet a price.” 


Clyde E. Sutton, 
The Slipper Shoppe, Inc., 
Modesto, Cal. 
“Our contention is that the American public today, 
as has been the case always, wishes to buy a $10.00 
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shoe for $5.00 if possible, but if they are wearing a 
good shoe and recognize the difference they will not 
have a $5.00 shoe at any price. 

Therefore, we are maintaining our former standard 
of quality at our former rate of profit regardless of 
the price.” 


New York Shoe Co., 
Helena, Mont. 

“We shall continue buying the same quality shoes 
we have sold for the past years, giving our customers 
the benefit of any reduction there might be in same.” 


J. A. Shine, 
Shine’s Walk-Over Shoe Co., Inc., 
Montgomery, Alabama 

“We have decided on sticking to our established 
price level. We are facing the New Year with this 
policy, but at the same time increasing values with 
better merchandise.” 


Morton W. Peskin, 
Peskin’s, 
Cumberland, Maryland. 


“The average merchant does his business on about 


40 per cent of his investment, consequently, January 
and the early part of February will enable them to 
offer big reductions on the merchandise of which he 
is desirous of disposing. 

“We feel that prices lower than the store is accus- 
tomed to having will do no immediate damage to the 
prestige of the concern. 

“By showing new spring merchandise about the 
15th of February, at regular mark-up, no sales re- 
sistance will be encountered. 

“The necessity of increasing the advertising budget 
by at least 25 per cent. 

“By showing a stronger line of merchandise in a 
price range somewhat lower than you have featured 
in the past, yet getting the same margin of mark-up 
that you have been accustomed to work on.” 


Harry C. Driggs, 
Boston Shoe Co., 
Rock Island, IIlinois. 

“If business must be speeded up to hasten pros- 
perity, which seems to be the case, in our opinion 
there is only one road to recovery, that is, price re- 
duction as fast as it comes from the wholesaler or 
manufacturer, passed on to the consumer. This may 
not apply to all parts of the country, but in manu- 
facturing communities, like we have, we must appeal 
to the shop worker mostly. 

“What is the chain doing? Nisley, for instance, has 
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Story Told Round by Round 


already cut from their established price of $5 to $4. 
If they do it, the independent merchant has to do 
likewise or suffer for lack of volume. We know of 
instances where quality has been improved and prices 
remain the same and the consumer cannot see it; he 
can, however, see price reduction very plainly. 

“Your question: How are we facing the New Year 
That is a big question to answer, as there are so many 
phases to the question. Our answer is this, stocks are 
far too heavy for much spring buying. What buy- 
ing we do will be very light for early sales. If sales 
show an increase as the season progresses, naturally 
our buying in volume will increase, but our price mer- 
chandise will be downward. 

“It is our opinion that price levels will rise again 
with the return of a prosperous business condition.” 


B.. Woodworth, 
Chicago, 
IIlinois 

“In regard to the price situation, there are three 
phases to this quéstion, namely: Are we to stand pat 
on the old system of high-grade goods at prices which 
vield the proper profit? Or, secondly, are we to main- 
tain the standard of our goods and sell them at cut 
prices? Or, thirdly, are we to put in stock a cheaper 
line of goods at prices that will meet the clamor of 
the times? 

“T take it that in the discussion of this question we 
are only considering stores that handle dependable 
shoes, and do a legitimate business; and who at all 
times are ready and anxious to back up their goods 
with an absolute guarantee, as to quality and service. 
Therefore, we will eliminate the third phase of the 
question, as to cheaper merchandise. 

I wish to state that, having been in the retail shoe 
business continuously since 1892, I have passed 
through five panics, namely, 1894, 1907, 1913, 1921 
and 1930. This one is by far the blackest of all. The 
causes of this panic are as follows: Stock market 
speculation, too high living, too many goods bought 
on time payments, and most important of all, the 
gradual encroachment of chain stores, and the conse- 
quent elimination of single line merchants, who are 
demoted into the working class at small wages. 

“The first three causes could be corrected in time, 
but the fourth is bound to get worse as the years go 
by. The chain stores are constantly educating the 
people to a cheaper quality of goods, and they are 
finding at the present time a very receptive audience 
for their propaganda. 

“We should maintain the standard of our goods. 
But it is necessary that we should make some con- 
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Most merchants interviewed in the Recorder’s survey 
back Quality and Service to win out in today’s battle 
against Price 


cessions. This is a good time to start a big house- 
cleaning campaign. For the next two months throw 
on a big depression sale, and clean out all the broken 
lines and odds and ends. Mark the prices down to 
rock bottom, and forget about the cost. If necessary, 
buy a few lines of cheaper style shoes to sweeten up 
with. When spring comes along, and people get back 
to work, they will be only too glad to buy shoes that 
they were formerly in the habit of wearing. And 
don’t forget the chain stores. Start a campaign of 
education among your friends, neighbors, in your 
church, club and lodge in regard to buying from 
chain stores. Show them they are buying price only, 
and that quality and service are sadly lacking. 

“Now is the time to fight as we never fought be- 
fore. It is the survival of the fittest.” 


F. H. Bush, 
Wetherby-Kayser Shoe Co., 
Los Angeles, California. 

“T am firmly convinced that during this hectic 
period some of our merchants are going to lose their 
shirts in trying to meet the very cheap price levels. 

“My own personal opinion remains the same as 
always, and I see no reason to change my views, for 
there are certainly a great many people who know 
and appreciate quality, and will still continue to pat- 
ronize the merchant who retains the high standard 
of quality. 

“While I believe it is true that price levels have 
probably receded, nevertheless, it would be dangerous 
for any reputable merchant to lower his quality in 
order to compete with the real cheap business, and 
the only safe road to follow, and which I intend doing, 
is quality merchandise at prices consistent with same.” 
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BUSINESS IS MAKING A BRAVE, STEADY 
MARCH TOWARD THE PERENNIAL 
PROMISE OF SPRINGTIME 


Early Buying THE early buy- 
ing weeks of 


Indicates 
January have in- 


6 dicated to the in- 
dustry at large 
the beginning of a brave, steady 
march toward spring. Buyers have 
been in the market-places—and for 
that matter they still are—searching 
for goods on which a profit can be 
made. 

From the orders that have been 
placed, the spring season has been 
broken into two sections—an early 
and late season—with most of the 
demand for shipments in four to six 
weeks—to cover the first flush of the 
public’s buying for spring. New and 
wanted patterns and materials for 
spring are not easy to get. Buyers 
found great difficulty in getting 
smartly trimmed patterns and com- 
binations with six week delivery 
dates. The answer to that is the 
task of assembling all the little things 
that go into shoes, without piling up 
factory inventories of odds and ends 
of supplies. 

The Boston market was both a 
delight and a delusion. A delight to 
those sharp-shooters wanting un- 
usual shoes at a low cost that would 
stand a very high mark-up. For 
example, we saw gingerbread types 
of shoes bought for $3.25, which 
some buyers were going to sell at 
$15.00. Preposterous you might 
say; but nevertheless very true—be- 
cause with the background of these 
high-grade stores, forty-eight pairs 
of these novelties would sell at fancy 
prices because of their unusual style 
interest. 

This may be shrewd and cunning 
merchandising but what do you think 
of electric clocks at $39.50 special 
value—at a purchase price of $6.25? 

Long profits on specialties, if for 
no other reason than it picks up the 
level of profits on regular lines that 
are sold close. 

By and large, with shoes at lower 


unit costs, the regular business of a 
store will be operated on less gross 
mark-up. Some economies can be 
effected through reductions of ex- 
penses—particularly rent. The hope 
of every merchant is that at the end 
there will be a margin between the 
cost of doing business and the aver- 
age selling price. When merchants 
get “the taste of blood” in sweet 
profits per pair on specialties, it 
whets their appetite. The regular 
diet of shoes is the big meal of busi- 
ness that sustains it. The sparkle 
of spice encourages business. 

Now, on the buying of shoes by 
the volume trade in Boston, for ex- 
ample. What’s a nibble to a volume 


[ ASK ME WHY 


—Did those manufactur- 
ers who cut down or 
out their advertising 
during the past year do 
a wise thing? 

—No, quite the reverse. 
They added to the‘un- 
certainty and fear. 
Buyers are greatly in- 
fluenced by advertis- 
ing. When manufac- 
turers advertise liberal- 
ly, buyers have courage 
and buy; when they 
prune down their ad- 
vertising, buyers get 
wary and hold back on 
their orders— 


—What about 1931? 

—lIt’s going to be a good, 
sensible advertising 
year. Those manufac- 
turers who are going to 
stay in business are go- 
ing to make an aggres- 
sive bid for business. 


EVERIT B. TERHUNE 
President > 














buyer might represent a thousand 
cases; but when that is spread over 
two hundred stores, it isn’t much. 
The volume buyers were in a nib- 
bling mood. They know that back on 
the shelves in many a chain store 
is a great supply of odds and ends of 
sizes that even dollar sales won't 
clear. 

So the shoes that have been bought 
have been in the free selling middle 
sizes, in the hopes that two pairs of 
odds and ends will move to one of 
the new purchases. But spring busi- 
ness usually doesn’t work that way. 
The public is in the mood for new 
shoes and pretty shoes. 

Just as the florist sells pungent 
spring flowers in February at excel- 
lent prices—while roses and the 
heavy bouquets are forgotten by the 
public. The mood of all mankind is 
in the direction of hurrying spring 
and one of the first indications (out- 
side of the pussywillows in the 
florist’s shop) is new and pretty 
shoes. 


So there is a promise of a 
brightening Spring and an indus- 
try would do well to look for new 
shoes and new thrills for a pub- 
lic that has had quite enough of 
clearances. The public has been 
“old-shoed” to the death of buy- 
ing. It has lost its inclination 
for shoes by dumpages of mer- 
chandise. When it wants new 
shoes, it will go to those stores 
with plenty of sizes in the newer, 
sweeter combinations. 

This is a promise of springtime 
that many a merchant has seen and 
it is the one thing that is encourag- 
ing for regular prices and regular 
profits and even sweeter profits o1 
spicy shoes. The buying season is 
dragging along and hasn’t the shar; 
definition of former years but ever 
with spot deliveries asked and no 
man thinking further ahead than th: 
end of his nose, there is the inevit- 
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Cut the Bonds That Hold Back Progress 


able feeling of springtime in foot- 
wear that will force a trade to keep 
up with a public whose mood is 
changing for the better. 


What Every WHAT do all 
stores need most? 


Store Needs Customers ! What 


> next? Improved 
salesmanship on 
the floor! 

The manager of a big department 
store said recently: 

“He could send an inexperienced 
substitute into almost any depart- 
ment in the store with the expecta- 
tion of his doing better work than 


he would in the shoe department be- . 
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cause of the technical information 
that the shoe salesman needed.” 

M. M. Zimmerman, chain store 
merchandising authority, said: 

“A major problem facing the na- 
tional chain is that of personnel. 
The chain is aware of its weakness 
in this branch of its organization. 
Chain merchandising requires a 
much more intelligent personnel 
than the average chain store execu- 
tive is willing to admit—the average 
chain being satisfied to utilize a 
type of employee showing the lowest 
possible labor cost.” 


This goes twice for shoes. No 
store can do its best without a plan 
and purpose of training for every 
salesperson. We maintain that there 
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is room in the shoe trade for the 
young man who makes a serious 
study of the shoe business. There is 
opportunity for the fit and for the 
fitters. 

We, on our part, have in every 
issue training material that everyone 
can recognize as a necessity for a 
live shoe store and its entire staff. 


THE free and easy 
way with which mer- 
chants cash checks for 
most every fellow shoe 
man is a shock and sur- 
prise to people in other industries. 
Also when shoe men run up against 
an individual who passes rubber 
checks, the lack of follow-up is a 
shock to any credit man or banker. 

We know of one merchant who 
has pasted on the wall in back of his 
desk enough bad checks to almost 
paper that section of wall and yet 
he goes right on, adding to his col- 
lection. 

There is one individual, smooth 
and slick, traveling with a line of 
shoes, who has a bad-check business 
as a side line. He has about worked 
the Boston territory and last heard 
from in Torrington, Conn. He al- 
ways makes the amount around 
$20.00 and has a habit of scattering 
his shots—for he worked Torring- 
ton in two stores with rubber checks 
on two different banks. He is about 
forty-five years of age, five feet 
eight, weight 160 pounds, grey hair 
and clean-shaven. We hope this 
will serve as a final check on his 
operations. 

Fundamentally, the merchant is 
at fault in cashing checks for un- 
known people—no matter how plaus- 
ible the story. This individual seems 
to have a tremendous acquaintance 
with first names of merchants all 
through New England. It is high 
time that his financial pranks cease. 

We give perhaps considerable im- 
portance to the subject on this edi- 
torial page but somehow or other it 
is time that the trade corrected some 
of its sloppy habits. 





Convention for Business Only 


Middle Atlantic Shoe Merchants Eliminate 
Frills and Get Down to Facts and Figures 


HIGHLIGHTS OF STYLE ernment for the first time in 


T is quite fitting and in 


the picture in these 

times when America is 
getting to work, that the 
seventeenth annual _ busi- 
ness conference of the Mid- 
dle Atlantic Shoe Retailers 
Association, held on Mon- 
day, Tuesday and Wednes- 
day of this week in At- 
lantic City, N. J., would be 
exactly that. It was a bus- 
iness conference the 
frills and fripperies of the 
ordinary convention were 
noticeable by their absence. 

No style show, presum- 
ably for the purpose of showing shoes, but really to 
permit a number of pretty girls to parade on a run- 
way for the entertainment of the spectators, was in 
evidence. No banquet, with speakers talking upon 
every subject under the sun except shoes and shoe 
selling, was held. Instead three luncheons, each de- 
voted to a specific phase of the general situation 
The only conces- 


summer season. 


in men’s shoes. 


and 
worn with blue suits. 


constituted the business program. 
sion to a lighter mood was a smoker to which the 
registration badge was the sole required credential. 

This and the opportunity to inspect a wide variety 
of shoe lines covering the entire field of shoe selling 
activities were the incentives for attendance and, as 
judged by the attendance, registration and lobby 
comment, it was a business menu that met with the 
approval of those before whom it was spread. 
Roughly, the program was divided into three parts. 
The first constituted the opening session and, follow- 
ing the opening ceremonies, including an invocation 
by Harry D. Mellon and a welcome delivered by a 
representative of the mayor of Atlantic City, devoted 
to matters of general business interest. 

Dr. Frank P. 
Department of Commerce, discussed the Every Day 
Problems of Retailers. His talk concerned itself with 
the aid in the solution of these problems that the 
Government is extending and hopes to extend. Espe- 
cially Dr. Surface pointed out the lack of tabulated 
information that exists on the volume of retail busi- 
ness in given areas. He explained some of the 
details of the distribution census made by the Gov- 


Surface, assistant director of the 


Black first in popularity until after Easter. 

Blue, swagger tan and beige for six weeks 
selling season after Easter. 

White, brilliant colors and pastels for the 


The greatest sandal season on record is 
forecast for the coming summer. 

Patterned pumps, cut out and trimmed, 
demi-oxfords, pumps with detachable straps. 

Possibilities for bright reds, blues, greens 
and patent leather sandals for summer. 

Biggest sport shoe season ever is forecast 


Increased interest in brown shoes, to be 


The above points were brought out in style 
discussions at Atlantic City. 


this or any land—and what 
may be expected of it when 
the tabulations are com- 
pleted. 

In taking up the ever in- 
teresting topic of the Inde- 
pendent Merchant vs. The 
Chain Store in the field of 
distribution, M. M. Zim- 
merman of New York, ad- 
vertising, merchandising 
and export counsel, drew 
upon a wide field of obser- 
vation to make clear that 
the independent merchant 
was far from being help- 
less in the grip of circumstances. 

Certain advantages, in volume buying in credit 
facilities, in efficient selling methods, within its limits 
the chain undoubtedly possesses, but against this is 
limitation of individual initiative, lack of personal 
relations contact opportunities for individual service. 
always at the command of the alert individual mer- 
chant. Price, always a consideration, is not the only 
consideration by any means and even in price a flexi- 
bility is possible for the retail merchant that the chain 
does not usually possess. 

So, to sum up, Mr. Zimmerman does not expect to 
see the independent merchant pass out of the picture 
but rather to become a steadily increasing factor in it 
from now on. 

In delivering his annual president’s message, Albert 
J. Schmidt stated that it was something of a depar- 
ture from merely a record of the association's activi- 
ties because he wanted to discuss the effect of con- 
solidations in various fields of activities. While these 
are said to have made for efficiency he could not recall. 
for instance, that coal distribution was any more 
effective now that it is controlled by a few large en- 
terprises than when mine owners were numbered by 
hundreds—or that controlled enterprise did not fluc- 
tuate with good or bad times as it did when owner- 
ship was more completely diversified. He continued 
on with a comment on the work of the Association 
through the year and especially dwelt upon the effect 
upon the morale of the retail trade. 

[TURN TO PAGE 39, PLEASE] 
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y Everybody’s Future Business 


Now Is the Time to Plan and Prepare for 
the Recovery Period That Lies Ahead 


By FLOYD W. PARSONS 


Unies history is wrong 
and past experience counts for naught, 
we are at the bottom of the current 
business depression. This means that 
no time must be lost in laying plans 
for the active months that are coming. 
Many will regret their failure during 
these slack days to prepare to meet the 
problem soon unfolding. 

In a short time sinister whisperings 
will subside, pessimism will be moder- 
ated and courage grow. Out of some- 
where in the field of finance will come 
constructive leadership for a sorely 
harassed stock market, and the forces 
of legitimate business will seek to re- 
gain hard-won ground that was hastily 
abandoned during the recent disorderly 
retreat. 

No one is beaten until he admits it. 
We must get it clear in our minds that 
our slowing down was only a tempo- 
rary check. There is no better way to 
build up a much-needed new viewpoint 
than to try to visualize some of the 
coming changes in trade and industry. Let us see 
what things hold forth possibilities of profitable devel- 
opment, and also to try to interpret the effects of what 
engineers and scientists are now doing in the way of 
creating new machines, new materials and new 
methods. 

We may dismiss our worries concerning saturated 
markets and a lack of new industries. In 1923 ap- 
proximately 3,000,000 people in the United States 
became, for the first time in their lives, the owners of 
new motor cars. Last year, which represented the 
peak of our business boom, only 500,000 people pur- 
chased automobiles for the first time. This has 
created the belief that in the automotive field virgin 
markets have given way to replacement markets. A 
similar thought has grown up respecting other estab- 
lished lines of business. 

While the curve of automobile production will 
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Mr. Parsons, whose ar- 
ticles on many phases of 
business and industry 
have made him one of 
the most widely read of 
writers on these subjects, 
points to the factors that 
make future prosperity 
inevitable. 


doubtless show a tendency to flatten 
out, there is no sound reason to believe 
that this industry’s rapid growth is at 
an end. In the decade now commenc- 
ing, all manufacturers must think in 
terms of 17,000,000 more people. We 
must all get hold of the truth that more 
and more money is to be spent for 
highway construction. Next year’s ex- 
penditure for this purpose will approx- 
imate $1,500,000,000. Each $2,000,000 
spent for roads provides employment 
for 1000 men. I*rom 3000 to 5000 work- 
ers are required to produce the ma- 
chinery and materials needed to go 
with each $2,000,000 highway-building 
job. Here alone is employment for 


3,000,000 people. 


Every new highway, tunnel 


and bridge serves to increase traffic 


and expand automobile sales. Every 
express highway that accelerates the 
speed of travel by skirting towns and 
cities will also enlarge sales. The average life of a 
motor car or truck is seven years, and this means 
that 4,200,000 automobiles will go out of service this 
year, that being the number produced in 1923. Since 
our output of cars in 1930 was only 3,500,000, it is 
evident that current production is not even meeting 
the normal replacement demand, 

Our engineering advances of a radical nature in the 
automotive field have by no means come to an end. 
Some of these changes may be delayed until the price 
of gasoline has started to climb to a higher level, but 
when they do come the result will be a rapid scrapping 
of cars. More costly motor fuel will necessitate 
doubling the mileage obtained per gallon. 

The sales curve of trucks and motor buses will 
surely continue upward. The large buses today have 
a seating capacity of 40 and excess standing capacity 
[TURN TO PAGE 40, PLEASE] 





Remsuber the old barber shop 
days when the shaving mugs of the prominent men 
graced the walls, each mug bearing the name of the 
An adaptation of this same idea has been 
worked out by M. J. Cox, Bloomington, Ill. Cox has 
his men’s shoe department down in the basement of 


owner ? 


his shoe store. A regular men’s den has been fitted 
up. Rows of clay pipes, all marked with the name of 
the smoker, are in racks on the wall. A radio, table 
with the latest papers and a jar of tobacco offer busi- 
ness men the chance of dropping in, when they feel 
like doing a little loafing and having a good smoke. 
The big feature is the handing a regular customer 
his own pipe while he is being fitted to a new pair 
of shoes. New customers take very kindly to this 
out-of-the-ordinary treatment, so that dropping into 
the Cox Shoe Store for a smoke is getting to be a 
regular habit. 

Another unusual feature of this men’s department 
is the keeping of an extra pair of customer’s shoes on 
trees in the store. Nearly all business men keep an 
extra pair of shoes either at the office or store. Cox 
has educated them to keeping this spare pair in his 
store. When the need comes for a change, the shoes, 
all shined up, sitting on a pair of trees, wait the own- 
er’s pleasure. It is not unusual to get a phone call, 
requesting that the other pair of shoes be sent over 
to some office in a hurry. The foregoing is just a 


28 


glimmering of why the men’s business is pretty good 
here. It’s rather an enviable situation for any shoe 


store. 
vVvvVv 


dd 
Risk at that letter,” 


exclaimed Steve Jay. “This is in answer to a letter 
that one of our junior salesmen wrote one Sunday 
night to a boy at school. It calls for $20.50 worth of 
goods! That is what I call using the brain.” 

Get the background of this. 

A group of us were chatting about the kind and 
type of raw material coming to the fore, from which 
the future selling organizations are being fashioned. 
Jay was most optimistic over the crop. As he is 
Stephen J. Jay of the big R. H. Fyfe Shoe Co., De- 
troit, a concern with several hundred people on its 
payroll, he is eminently qualified to speak with au- 
thority. 

As Mr. Jay told it, about three years ago a bright- 
eyed high school boy stepped up to him with a click 
of the heels as he gave a snappy Boy Scout salute. It 
was J. L. Woodward, Case No. 1 under discussion. 
“I want to go to work and I want to go to work for 
this store,” was the frank, direct approach. Just 
because there was no opening at the time, did not stop 
his repeat calls. Finally his mother happened in to 
confirm what her boy had said about his desire to 
start with Fyfe’s, for it seemed that his entire future 
apparently hinged on his forming a connection with: 
this store. 

That’s how Woodward landed his job. As a starte: 
it was the usual dusting of stock, mating up shoes and 
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Here are a Couple of 
Interesting Stories That 
Prove There is Profit in 
Doing a Bit Extra for the 


Masculine Human Being 


general stock work. An evident willingness to do 
more than was expected of him caused Jay to start 
training him as a shoe salesman. The boy’s interest 
in the store did not cease when he was at home. 

That brings us to the letter. 

It is Woodward’s habit to know every boy whom 
he contacts. “Knowing” means not only the name, 
address, size, width and style, all of which is the usual 
routine stuff, but knowing the particular sport, school, 
fraternity, associates and family life, of all who come 


%, 


ork ri 


‘ ial 
1 wi we 
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to him to buy shoes. The Fyfe training, plus the 
pupil’s willingness to learn, is exemplified in this 
instance. 

One Sunday night, Woodward thought of a mother- 
less boy, who was doing his first year term away in a 
military school. A friendly letter, with no hint of 
business, brought this reply : 

“Dear Mr. Woodward: 

“T want the shoes enclosed replaced with a new 
pair of heels. Also the following order: 

“1 pair of black shoes. 

“1 pair of garters ($1.00). 

“1 Griffin Shining Kit. 

“2 tubes Neutral Shine. 

“2 cans Tan Wax. 

“2 cans Black Wax. 

“2 Black Dyanshine. 

“2 Tan Dyanshine. 

“1 pair galoshes, men’s size, 
to fit the shoes above. 

“T want a black, strong class 
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pair of Black shoes for dress. I 
suppose you know the kind that 
I want. My size is 71%4 C/E. 

“Please send this order as 
soon as possible.” 

An order amounting to 
$20.50. 

Two outstanding features of 
this stiff, boyish order, “I want a 

[TURN TO PAGE 76, PLEASE | 
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FEBRUARY SHOE SALE 
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When the Ordinary Display Fails 
to Pull, You've Got to Swing Into 
Something New. Here Are Some 


Stimulating Ideas. 
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This unit is of compo- 
board, 4’x8’, supported 
as a sign board. A 
narrow strip is fast- 
ened below the let- 
tering to simulate a 
shelf. The shoes are 
set on shelves of +—— 
3”x34’ strips. These FEBRUARY 
shelves are supported SHOE SALE 
by strips in the back 

through which screws 

are set into the 

shelves 























Shows a net of narrow “tables” 

with a compo-board panel in 

the back. These tables can be 

made of plain boards or ply 

wood and painted any desired 
color 


sn 
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Here is a smart, modern unit, made of three “wings” it se 
of compo-board with shelves fastened as indicated 
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Success of your sale depends 








largely on the pulling power of 








your February window displays 





















































Forward With New Sale Windows 


The average sale window is a 
conglomeration of shoes that looks like every other sale display in town 
Yet it is so easy and inexpensive to have windows that are entirely dif- 
ferent and interesting. A little compo-board, three-inch strips, and 
fast-drying paint will work wonders. 

The colors used are a matter of choice. Black, or deeper tones of 
green, blue or red, can be used with white. Blue with yellow is strong. 
Be sure to have a light shade in back of the shoes. 

More elaborate settings can be arranged, but the sketches shown 
here allow for “unit” displays of shoes at different prices, or of dif- 
ferent types. Notice that half-pairs are shown, leaving the other shoe 
in the box as a reminder of the size of the shoe in the window. It is 
also easy to change the shoes on display as desired. 

The main idea is to profit by the use of sale windows that are varied 
and individual enough to compel attention at a time when you need 
every possible help to get YOUR shoes sold in the face of keen com- 
petition, to have displays that show many styles, yet to give all of them 
a chance to be seen—and remembered. 


S feet 









































This shows the 
detail of a box 
shelf unit. It is 
easily construct- 
ed of ply wood 
or plain boards 





FEBRUARY SHOE SALE 


The sketch shows a panel of 
compo-board 4’x8’ with four 
sets of box shelves grouped to- 
gether in front of and against 





FEBRUARY 


SHOE 
SALE 
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the panel 


This sketch gives a _ different 

arrangement of box-shelf units. 

These shelves should all be narrow 

(about 3” wide) and set back so 

that the window lights will strike 
the shoes 











BONWIT 
TELLER 


FIFTH AVENUE 

AT 56 STREET 

New Telephone Number 
Eldorado 5—6800 











Foot Prints 
That Point 
South 


SPORT SHOES 


A... The lightest all-sports shoe in 
the mode. In white or pastel hand 
crochet ond matching calf . 10.50 


8... A special golf shoe of white 
buck with ton colf . . . 18.50 


C... For spectator weor, @ fotter- 
ing model of white suede with black 
or brown alligator « » « 1550 


©... Seva lace shoes, the coolest 
footweer for the South. White lace 
with black or brown calf; or 
‘natural lace withbrown calf.1§.50 





AFTERNOON SHOES 


E... The important pastel or white suede 
sondol for many occasions . . 18.50 


F .. An afternoon oxford in o neutral 
color .. . beige suede combined with 


G.. Decidedly new, the white crepe 
sondol embroidered ell over in white 
or pastel design . . . 6 5 18.50 








er 


5 A 
4 


EVENING SHOES. 


H... The darling of the evening mode, 
in delicate two-tone pastel suede 
22.50 


§... Unusual chic for dancing feet 
in this fi d satin b ded 
sondal. Exquisite colors » » 22.50 





K...A well-known Bonwit Teller 
evening sandal in gold or silver kid 
with hand-painted vomp » 97.50 








Putting the Southland 


Urge in the 
Shoe Ad 


Here's a Real Job of 
Exploiting Winter 


Resort Footwear 


W. doff our editorial chapeau 


to the advertising department of the Bonwit Teller shop 
in New York for this excellent advertisement of shoes 
for Southern resort wear. The ad not only breathes an 
atmosphere of Florida, Cuba or Southern California, 
but it tells in terse, well-written captions, the reason for 
each shoe illustrated. in fact, the illustrations cover a 
complete wardrobe of footwear for a season at any one 
of the fashionable winter resorts, running the gamut 
from sport, through afternoon, and into evening shoes. 

From the standpoint of layout and art treatment, the 
advertisement also is worthy of close study. Note the 
heavy shaded strip at the top, which emphasizes the name 
of the shop and the heading “Foot Prints That Point 
South.” Balancing the heavy strip at the upper left is 
the shaded background of the center panel of the adver- 
tisement, placed at the right. 
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New Day in Shoes 


[CONTINUED FROM PAGE 19] 


hair coat on, well groomed in most every way, and as 
[ gazed at his shoes I really blushed. Here was a man 
with a beautiful camel hair coat and a snap brim hat, 
a graduate possibly some years past of Ann Arbor, com- 
ing home to see his home team play, and on that man’s 
feet were a pair of black and white sport oxfords. | 
said: “My sakes, what has happened to us? What is it 
all about, anyway? Are we paying enough attention to 
the education of our sales people, to our advertising, to 
impress on that man that he is wearing the wrong type 
of shoe?” 

The only place where style is close to the heart of 
the consumer is on the campus of our colleges. There is 
a true interest in style. 

We must arouse our trade to an interest in the 
proper shoes for his personality and dress, and by our 
educational training of our salesmen, by our advertising, 
et cetera, hasten the day when shoe salesmen will be re- 
quired to have a certain amount or degree of knowledge 
of the shoe business before they will be allowed to put a 
pair of shoes on the feet of our public. A man is just 
put on and he is turned locse into that store, and he 
will put anything on the foot, just as long as he can 


cover it. They cannot do that in the clothing business 


so well, but in shoe stores it is just a matter of covering 
the foot. 

When we pick styles that are more suitable for our 
trade, we will then have contributed a real value to them. 
[ shudder when I think of the number of shoes that are 
forced from the shelves by the premium method 
because we have picked dream shoes without any thought 
of the man who is to wear them. Sport shoes are to be 
found on the feet of men today when wintry blasts are 
blowing about their ankles. Oh, why should this be? If 
you will keep your eyes open, you will see them right 
today. They are wearing shoes that should have been 
discarded last September. Is it because we lack the in- 
stinct of educating our trade? It must be. 2 

I am glad to go on record as saying that “By their 
shoes you shall know them.” 

As to the outlook for spring styles: I believe that we 
are about to put on the men of America the style that 
will bring out all the fineness of personality that can 
possibly be given to the feet, that of the so-called custom 
last. 

You all know Harry Silver, you know the fine busi- 
ness he does in Chicago, we know the very types of 
shoes he has sold, and yet Harry and I can shake hands 





business CAN be had 


T-382— Brownbilt Mary Foote black Kid Cecile four eyelet Tre, 
with black Longtail Lizard trimming. 134 inch covered 
wood Box heel. Foot-Fitter Combination /ast. A 4 to 9, 
B3to9, C, Dand E2%to9. $2.65. 
1-383—Same in <Astrakan beige 
Kid. $2.75. 
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today on a certain type of last, the so-called custom last. 
We are all meeting on a more common ground when it 
comes to the subject of lasts today, irrespective—because 
‘I know that I am talking to men that make a success of 
$6.00 shoes and men who make a success of shoes up 
as high as $15.00 per pair—but we all meet on a common 
ground on the coming last, namely, the so-called custom 
last. 

Now, that does not bring the custom last down into 
just one toe, one spread, but it gives you a custom toe 
that can begin with a very narrow custom effect, with a 
broad base. I was looking at a shoe the other day that 
was sold in 1904. It was a custom last—far from the 
type of custom last that we are introducing, far from it. 
It was a narrow bottom, it was an extreme, long, narrow 
toe, and yet at that time that was absolutely the universal 
last in this country, per the aricle I read concerning it. 

Now we are back to it. And to what? They say 
everything returns. So it does. The custom last returns, 
but it returns improved. It returns with this broad 
bottom, and allowing the toes to lay down perfectly flat 
on the bottom away up toward the tip. 

You will never have any trouble fitting custom lasts 
in sizes, but we all had trouble, irrespective of sizes, fit- 
ting custom lasts back in 1904. Those of you who sold 
shoes at that time will recall that right today, in our 
stores, we are trying to remedy the cause that was 
formed by those shoes back at that time. You can take 





the custom last and you can do so many things with it, 
You can take the custom last and you can put a different 
edge on it, and you can transform it into a different 
shoe entirely. 

I believe truly, men, that this step is a step forward in 
the right place in men’s shoes.” This model can be made 
into many types through wider toes, the style trimming 
of soles and the fittings they are to be adorned with, also 
through the varied sport combinations and brown colors 
that may be used. 

We are forcing brown shoes now. More or less, we 
are showing them. We are having quite some succvss 
with brown shoes, because we are giving customers a 
chance to see brown shoes. We say men are “black 
minded.” We do not give them a chance. By selling 
brown shoes we double up our pairs. Your chance of 
selling a black shoe is far greater on the second puir 
than it is on the first pair. 

Sport shoes should be given a great deal of thought 
as to the selection of combinations and patterns. Wing 
tips, I think, will hold and will maintain the lead in sport 
shoes. Lighter weight leathers and soles should be 
encouraged. 

Now, there are some of us who have gone out and 
talked about light shoes and advertised them, and we 
have sold them, but we do not seem to get a uniform 
idea on light weight shoes for spring and summer. If 
we could, I believe it would step the men’s shoe business 





“> 7-384—Brownbilt Mary Foote 
~ black Kid Gore Bow Pump. 
134 inch covered wood Box 
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up in the fall, at least 10 per cent, because they won't 
wear them as long and the man does not expect them to 
wear as long if he gets the proper education. A million 
pair less of men’s shoes were made in 1929, and a million 
pair more trousers. They are riding. Lighten up our 
shoes; make them light so they will get just that much 
more comfort out of them. 

Proper hose should be suggested as a medium of help- 
ing the appearance of sport shoes. I think we have 
some work to do there. You check that up and see the 
type of hose that is being worn with sport shoes by some 
men, hose that does not harmonize. Proper colors to 
harmonize will be a real service to the trade. We must 
keep constantly in mind the necessity of bringing out 
character in our shoes without jazz. And I trust that 
we will not all get price minded. Today in our business 
too much attention is focused on price and less on quality 
and style. How quickly some retailers change their 
minds. This is a time when we should force all things 
that are honorable in the shoe business. We must ring 
true to the cause. 

I now come to the third part of my discourse—that 
of the ultimate results. I believe that if we are sincere 
in our purpose, if we have a policy that is true, we 
should be faithful to it to the end. Keep ourselves filled 
with better sizes and fewer styles and a better turn-over 
and less loss will result. I believe that the men of 
America will not fail us, and when the storm is over and 


we have every reason to believe that the dawn of a new 
era is here, we will not have served in vain, but will be 
repaid for our faith and our courage. Let us work and 
not be like so many who are waiting and waiting for the 
golden opportunity of greater profits and doing nothing 
Profits will be made out of the 
You cannot 


to hasten its return. 
things you do within your own business. 
saddle long profits on your trade and get away with it. 

Henry Ford, when he was working on his Model A, 
and the plans were all put before him, asked what was 
the cost of this and that. Finally he said: “Gentlemen, 
what is the total cost of producing Model A?” And 
they told him. He said: “That is the selling price ; now 
go out and make some cars.” I am just wondering if 
that is not true somewhat in our own business. 

You must search your business and find out if you 
are not in a position to apply commercial economics. 
This is a new day in business, a new generation is here. 
Old-fashioned ideas will be tabled and a new order of 
business will prevail, and they will play an all-important 
part in the success of the future in the men’s shoe busi- 
ness. Study them, follow them, listen to them speak to 
you in success or failure. Start out with the conviction 
that ours is an important zwork to be done, a real man’s 
job. Let us return to our job and put into our work a 
trust and a determination that 1931 will give us our just 
reward. 

Have faith in our work to do, faith in our country 
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which has always come out of a period such as we are 
passing through a better nation, and with better business 
men, with a better understanding of commercial eco- 
nomics. Squeeze from your stocks poor sizes and poor 
styles; begin business anew. Screw up your courage to 
the high point and buckle right in and be ready to meet 
your reward for having done something toward putting 
the men’s shoe business back where it rightfully be- 
longs. By our constant promotion of better shoe fitting 
and by a better quality of salesmanship which will spring 
up in our coming salesmen, there will be an opportunity 
which will be superior to anything in the past. 

I cannot just go over that without reflecting for one 
moment Believe me, men, that your salesmen have got - 
to be a different product to meet the demands of the 
future. 

You are going to have just that much more expected 
of you, because it serves the demand. It is intelligent 
service, it is not a brainless wonder that they want to fit 
shoes on the fitting stool; but it is the man that knows 
his stuff. 

I cannot pass over without thinking of last evening, 
having a group of our men meeting in the rooms with a 
representative of orie of the large concerns, and seeing 
that representative take a shoe, cut it all to pieces, piece 
by piece. It was just like a shoe clinic. Why, the effect 
was startling! We have been over that many times, but 
this was just a case where the retailer and manufacturer 
are getting closer together, on common ground. 


Looking out into the future, this army of salesmen ‘to 
be will come forth, a group born with nothing of the 
past holding them back, but with a desire to serve an 
grow up in the future, and with a better sense of bal- 
ance than some have at the present. 

Have faith, work hard, and be tolerant, and 1931 will 
be good to you. 

Introducing Mr. Jay, Jesse Adler of New York said: 

“The men’s shoe industry is on the threshold of its 
greatest boom. The year 1931 bids fair to start the ball 
of a new shoe prosperity a-rolling along. The year 1930, 
as we well know, has been one of the ‘wearing the old’ 
and not the ‘buying the new’-—hence, I find that man’s 
shoe wardrobe is badly depleted. In fact, practically 
every man in this country has a wardrobe of old, worn- 
out shoes and needs an entirely new assortment of 
shoes for each and every occasion and for each and every 
ensemble of dress. 

“Think of what it would mean if all men who could 
afford to would give their old shoes to the needy and 
unemployed! We would greatly aid these poor men 
who need foot covering badly. The entire shoe craft 
would be benefited, retailers and manufacturers would 
be busier and shoe workers would get more work, and 
we ourselves would be mentally happier and better shod 
with new shoes to replace the old ones. 

“But we shoe men will have to wake up and put new 
thoughts and ideas into our men’s shoes to create real 
demands for shoes. 
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Convention for Business Only 


| CONTINUED FROM PAGE 26] 


This concluded the business session of the first day— 
and released the attendance for an inspection of the 
many sample lines on display in the five floors of the 
Hotel Madison that were turned over to this purpose. 

The program of fashion on Tuesday was made part of 
the new day business session. Speaking to the subject 
“painting the spring picture’ two of the industry’s 
stylists illustrated their talks with color charts, diagrams 
and actual samples. First to talk was Miss Ruth H. 
Kerr, style analyst of the Calf Tanners’ Association, 
Hler address was graphically illustrated by chalk draw- 
ings by Mrs. Ruth Binns and with color charts pre- 
pared by the Textile Color Card Association. Then fol- 
lowed Miss Rhea Nichols, style adviser of the Allied Kid 
Company, who talked on merchandising the styles you 
buy. 

These high points were brought out in their addresses 
and in the open forum: Black is in first position until 
Easter, then look for the promotion and development of 
blue, swagger tan, and beige for the six weeks selling 
period following Easter. In the summer selling season 
of six weeks expect to see a big demand for white. 

The greatest sandal season on record is just ahead, 
according to a statement that came out of the stvle 


forum, which was checked and double checked by a 
cross-examination of the stylists by merchants present. 
More airy sandals will develop in children’s footwear 
because of the sunshine fad, and there is even an indi- 
cation of sandals for men for resort wear. A new de- 
velopment of low heeled novelties to have a dual utility 
of midget golf and summer dancing. Patterned pumps, 
cut out and trimmed, to take the place of plain pumps. 
A new interest in smart demi-oxfords and many evi- 
dences of ingenious little touches in shoemaking, such 
as pumps with detachable straps. 

The following officers and directors were elected at a 
meeting on Wednesday: 

George M. Garman, Philadelphia, Pa., president ; Roy 
Walter, Wilkes-Barre, Pa., first vice-president ; Herbert 
J. Rich, Washington, D. C., second vice-president ; Mor- 
ton Peskin, Hagerstown, Md., third vice-president, and 
Cal. ]. Mensch, secretary and treasurer. The following 
are the directors from Pennsylvania: Roy Walter, Al- 
bert Schmidt, Lee Reineberg and Ben W. Schaub. From 
New Jersey: Daniel Megonigle; Maryland, C. I*red 
3ikle; Delaware, Milton M. Bendheim; Virginia, M. 
Taylor, and Herbert J. Rich, Washington, D. C. 
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Everybody's Future Business 


for the same number. Announcement 
has been made of buses to seat 72 pas- 
sengers. here is also a trend to larger 
and stronger bodies of less weight, and 
various alloys as well as aluminum are 
being used to attain these results. A 
double seat of steel weighs 50 Ib. more 
than a seat of aluminum. Marked 
changes are coming in the systems of 
heating and ventilating buses, the ten- 
dency being toward ejector systems of 
ventilation. 

Turning to travel by air, many ex- 
pect that in a few years airplanes will 
be in almost as general use as the au- 
tomobile. New devices will be avail- 
able to make it possible to fly blind and 
thus defeat weather hazards. Some 
planes will be controlled automatically 
from a distant point and be equipped 
with television cameras. Private-owner 
planes will be stamped out in quantity 
and will make rapid progress toward 
reaching the production figures of the 
automobile industry. Under a program 
of large production planes can be built 
more cheaply than automobiles having 
the same carrying capacity. 

The radio-telephone will enable pas- 
sengers to expedite their business while 
in flight. Engines will be made largely 
of beryllium or some similar metal, and 
will likely approximate a turbine prin- 
ciple. Planes able to fly straight up in 
the air are near at hand. One craft 
of the helicopter type has already 
shown ability to rise or descend like an 
elevator, and to go forward after it 
has reached the desired altitude. This 
idea will doubtless be brought rapidly 
to commercial realization. Air travel 
will be speeded up tremendously when 
a pilot may take off or land on the roof 
of an ordinary building. 

The future of aeronautics cannot be 
measured by even the brightest minds. 
The generation now coming of age will 
not be held back by fear. It has been 
“born” to the air, as we have been born 
to the railroad, steamship and automo- 
bile. Flying will become safer as it 
grows less ispectacular and ceases to 
excite curiosity. 

Ten years ago the greatest speed at- 
tained by an airplane was 164 miles 
per hour—now it is 267; the longest 
distance traveled was 727 miles—now it 
is 3911; the greatest duration of any 
flight was 24 hours—now it is 59 with- 
out refueling; the capital investment 
was $5,000,000—now it is $500,000,000; 
the number of passengers carried an- 
nually was 225,000—now it is 3,000,- 
000. The hext decade will show even 
greater advances. 

Just as radio telephony now projects 
the human voice from continent to con- 
tinent, aircraft will transport physical 
cargoes, both living and inert, at high 
speeds and in comparative safety to 
the ends of the earth. International 
relationships will be as profoundly 
affected through the development of 
aviation as municipal relationships and 
family life have been affected by auto- 
mobiles. 

New industries by the score are now 
in the making and will provide jobs for 





[CONTINUED FROM PAGE 27 ] 


idle hands. One very promising line of 
activity is what we may call the elec- 
tronic industry, and has to do with the 
manufacture of an endless variety of 
vacuum tubes. In a few years almost 
everything we do will be affected in 
some way by an electron tube. This 
product, usually made of glass and cop- 
per, may soon replace tons of electric 
generators. It may give us high-ten- 
sion transmission by direct current 
over unprecedented distances. 

By means of the vacuum tube we are 
able to employ levers more frail than a 
beam of moonlight, yet exerting the 
smashing power of twelve-inch steel. 
We can fashion gears having but a 
fraction of the thickness of the film of 
a soap bubble, yet which may be used 
to control and reverse great rolling 
mills weighing many tons. 

So it is a fact that life and industry 
are going to be radically changed in the 
next ten years by vacuum _ tubes. 
Machinery will be started and stopped 
at the mere utterance of a command, 
brakes will be applied to trains that ac- 
cidentally run past their signals, dis- 
tances down to a millionth of an inch 
will be distinguishable, factory proc- 
esses will be assured of absolute uni- 
formity of results, mineral deposits 
will be easily located without scratch- 
ing the surface, and little electric eyes 
will count crowds, sort cigars, inspect 
food, and activate water valves to ex- 
tinguish fires. 

Turning to a different field of effort, 
let us consider for a moment another 
infant industry that has grown almost 
overnight from a test-tube experiment 
to an important business. I am refer- 
ring to the production of hundreds of 
articles from 350 plastic materials that 
are caused to assume definite shapes, 
either by a chemical reaction or by the 
influence of heat and pressure in a 
metal mold. Of these 350 plastics, the 
great majority fall into four classes— 
pyroxylin, casein, and natural and syn- 
thetic resins. 

Leaving out sales to the film indus- 
try, largest user of pyroxylin, the 


40 


plastics business has increased in a few 
years from a total of $14,000,000 to ap- 
proximately $250,000,000. While much 
of the plastics is sold in the form of 
sheets or rods for use in the manufac- 
ture of safety glass, pens, umbrella 
handles, dice, etc., the greatest progress 
has come in the molding of synthetic 
resins. 

Huge hydraulic presses are required 
and a great deal of energy in the form 
of heat and pressure is consumed. Out 
of this process come telephones, clock 
faces, distributor heads, automobile 
bodies, wheels, baby carriages and fur- 
niture. By-products derived from coal, 
milk, dried blood, seaweed, sawdust and 
the soy bean will soon be employed to 
make hundreds of things, from the but- 
tons on our coats to the propellers on 
airplanes. More than 72,000,000 Ib. of 
powder were molded in presses last 
year, and it is estimated that 450,000 
radio tube bases are manufactured 
weekly by this method. 

Plastics are succeeding because they 
were greatly needed. In some forms 
they outwear steel, are lighter than 
aluminum and as beautiful as a 
precious stone. A long list of articles 
now manufactured from wood or metal 
will be made in part or entirely of 
plastics within ten years, and a large 
saving will be passed on to the ultimate 
consumer. Almost every industry in 
the United States is either using, or 
could use, a plastic material in some of 
the things it produces. ; 

Tomorrow will be a time of substi- 
tute materials that will upset complac- 
ent managements. It will be a day of 
amazing mechanical accomplishments, 
travel by air, values from the sea and 
miracles with metals. Some of the in- 
dustries that grew fast will slow down 
and new lines of enterprise will become 
the objects of concentrated attention. 
The ownership of large corporations 
will be more widely distributed, and in- 
stead of giving all thought to speed and 
accomplishment, the idea of economy 
will enter the picture and there will be 
a definite trend toward consolidation 
and cooperation for greater efficiency. 

Such are the facts we should get 
clear in our minds today. More worth- 
while business and industrial achieve- 
ments will be witnessed in this next 
decade than in any similar period in 
history. Although economic changes 
come with painful slowness, we may be 
sure that remedial action will reduce 
output capacity in overequipped in«lus- 
tries and enlarge production facilities 
in the fields where consumption may 
still be multiplied. 


Report Volume Busines: 


St. Louts.—Myron S. Goldman, vice- 
president of Valley Shoe Corporation, 
and Jack Doucette, sales manager, who 
returned from the Detroit Convention. 
via New York, where they displayed 
the spring line of Valcraft Shoes a‘ the 
McAlpin Hotel, report a large vo'ume 
business far in excess of all exp:cta- 
tions for the season. 
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J. P. Orr New 
President of 


U. S. Shoe Co. 


CINCINNATI—James P. Orr, head of 
the Potter Shoe Company and one of 
the large stockholders of the United 
States Shoe Company, last Wednesday 
assumed charge as president of the lat- 
ter corporation. He was elected by the 
directors at a meeting late Tuesday, at 
which the resignation of John G. Hol- 
ters, Jr., was accepted. 

Mr. Holters had been president of the 
corporation since its organization in 
1923, when it was formed by consolida- 
tion of large shoe manufacturing com- 
panies of Cincinnati. Recently Mr. and 
Mrs. Holters lost their only daughter, 
and the grief over their bereavement, it 
was stated, resulted in a condition of 
ill health which made it advisable for 
him to retire from active affairs. 

_The other officers are E. M. Daniels, 
vice-president, and E. J. Boos, secretary 
and treasurer. Their main plant is lo- 
cated at Pendleton and Dandridge 
streets. 

Mr. Orr has been an outstanding 
shoe merchant of Cincinnati for many 
years and is well known to the trade 
throughout the country. He has served 
as a director of the Chamber of Com- 
merce of the United States and as 
president of the National Shoe Retail- 
ers Association, in which organization 
he has taken a leading. part. 


Washington Wants 1932 
N. S. R. A. Convention 


The Washington Shoe Retailers As- 
sociation held their semi-monthly 
luncheon meeting Thursday, Jan. 15 at 
the Hotel Harrington. 

Thursday’s meeting was given over 
to the discussion of plans for having the 
National Shoe Retailers Association 
oe held in Washington, D. C., 


In 1982 Washington will be having 
the bi-centennial celebration and it was 
thought that this would be a very ap- 
propriate time for the national con- 
vention. 

It is estimated that over one million 
People will visit Washington, D. C., in 
1982 during the celebration of the bi- 
centenial, and at that time Washington, 





C., will be at its best. 
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Fort Worth Plans Record Show 


More Than 200 Lines of Shoes to Be Shown at Convention of 
Texas and Oklahoma Retailers 


Fort WortH, TEx.—With a commit- 
tee of twenty of the most prominent re- 
tail shoe men in Fort Worth, headed 
by W. A. Harris, general convention 
chairman, the work of the 1931 annual 
Texas-Oklahoma Shoe Retailers Associ- 
ation and Southwestern Shoe Travelers 
Association convention, to be held in 
Fort Worth Feb. 9, 10 and 11, 1931, 
has progressed to a point that far ex- 
ceeds the accomplishments of prelimi- 
nary arrangements at any previous 
convention. 

A. H. Geuting, president of the N. S. 
R. A., and members of the Board of 
Directors will be present and a large 
mumber of manufacturers have already 
reserved space for displaying their 1931 
Spring lines. 

President Carl Mueller lauded the 
work of the Fort Worth Committee and 
its splendid work being done in making 
the 1931 convention one of its greatest 
meetings. 

Over 200 manufacturers have al- 
ready reserved rooms and it is pre- 
dicted by Chairman Ashe and members 
of the Exhibit Committee that when the 
convention opens there will be 300 lines 
of shoes spread, this being the greatest 
number of manufacturers ever to dis- 





Production of Footwear 
in November 


Washington, D. C.—The Department 
of Commerce has announced statistics 
on the production of boots and shoes by 
classes and by States, for November, 
1930, representing 1157 factories and 
showing a total production for the month 
of 18,271,524 pairs. The establishments 
included in these statistics manufacture 
approximately 95 per cent of the total 
output of footwear, other than rubber, 
in the United States. 

The total production of footwear in 
factories reporting for November, 1930, 
indicates a decrease of 34.1 per cent 
from October, 1930. Production during 
the period January-November shows a 
decrease of 15.5 per cent as compared 
with the corresponding period of 1929. 














play their lines at Texas-Oklahoma 
S. R. A. Convention. Every important 
market is represented by outstanding 
manufacturers. 

Fort Worth offers practically un- 
limited accommodations in_ sleeping 
rooms. Large spacious hotels in the 
area of activity can provide over 1500 
sleeping rooms, with an additional 1000 
‘sleeping rooms on the immediate fringe 
of the down-town district. Ample facil- 
ities for every one are assured by the 
committee at no increase in rates. The 
Fort Worth Committee guarantees 
there will be no increase in hotel rates 
during the convention. Single rooms 
can be secured for as little as $3 and 
— rooms at $5 in the leading ho- 
els. 

Reservations should be made in ad- 
vance to avoid any confusion and sent 
direct to Hotel Committee, Texas 
Hotel. 

A new feature added to the “1931 
Pageant of Footwear Styles” will be 
the admittance of the general public to 
review the handiwork of the shoe in- 
dustry’s keenest and cleverest design- 
ers. The Fort Worth committee ex- 
pressed a feeling that it would arouse 
a new shoe style consciousness in the 
minds of the consumer if the public 
were admitted, and it was with this 
thought in mind that the decision was 
made. 

The educational programs will be 
simple, practical addresses without 
oratory but full of the necessary help- 
fulness which every merchant wel- 
comes. Shouting and pounding of 
tables will be replaced with directness, 
and methods that sing the song of prof- 
its and achievement. There will be in- 
spirational speakers at the noon lunch- 
eon meetings held each day. These men 
will qualify with a pertinent business 
message before given a place on the 
program. 

Reduced fares from all sections of 
the United States have been granted 
by the railroads. It will be necessary 
to write W. A. Taylor, Texas Hotel, for 
a certificate, which when presented at 
railway ticket office will entitle the 
holder to railroad rate of one and one- 
half fare. 
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... America’s First 


OPENS 
February Ist. 1931 


HE Middle Atlantic Shoe Re- 
tailers Association with this 
organization is sponsoring this 
pioneer institution in Philadelphia. 


The Shoe and Leather Mart is 
designed for the concentration of 
displays of materials related to 
every branch of the shoe and 
leather trades. Manufacturers in 
all branches of the industry will be 
represented. Buyers will come here 
from every part of the country. 


Already, manufacturers, realizing 
the opportunity this institution 
gives them of meeting the largest 
buyers inthe country, are reserving 
spaces. Make your application at 
the earliest moment. 


Address Department (BM) 
for further information. 


Shoe and Leather Mart 


Exhibition Space 
Acailable for: 


Tanners 


Manufacturers of: 
Shoes Hosiery Lasts 
Ornaments Wooden Heels 

Rubber Footwear 
Shoe Machinery _ Fabrics 

Synthetic Leather 
Shoe Findings Weltings 

Patterns Linen Thread 
Pocket Books and Bags 


and other allied products 
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Ushering in Spring 





Spring has come—in Texas, at least. 

Proof? Sure. The current trim of 
Carter-Houston, Lubbock. As this was 
conductive of some nice early business, 
C. B. Stone, display manager, is justly 
proud of it. 

The cut-out figure of the deer, to- 
gether with the word SPRING which 
centers the window, rests on a grass 


rug. A velvet throw is over the table. 
A basket of spring flowers lends fresh- 
ness and color to the trim. 

Four units of brand new shoes, the 
store’s first spring presentation, com- 
pleted a picture which brought in many 
interested shoe buyers. Three framed 
cards carried an appropriate message. 

The display was very effective. 





Indiana Shoe Buyers’ 
Convention Plans 


INDIANAPOLIS, IND. (UTPS) — The 
eighth annual convention of the Indi- 
ana Shoe Buyers’ Association, con- 
ducted by the Indiana Shoe Travelers 
Association, will be held at the Claypool 
Hotel, Indianapolis, Feb. 15, 16, 17. 

It will be a three days’ gathering for 
shoe merchants of Indiana and neigh- 
boring states. There will be 100 lines 
of 1931 footwear on display on the 
fifth, sixth, seventh and eighth floors of 
the hotel. 

The style review will be held on Mon- 
day night, with 50 live models, show- 
ing the creations for spring. 

There will be no meetings of any 
sort, and display rooms will be open at 
all times except during the luncheon 
period, which will be-from 12 to 2 p. m. 
Prominent speakers and vaudeville will 
be the features at each luncheon. The 
convention committee includes C. I. 
Slipher, general manager, and C. F. 
McNew, advertising manager. 

The style show committee includes 
F. M. Brown and F. E. Neagele. Ray- 
mond Smith is in charge of the enter- 
tainment. Registration is under the di- 
rection of E. C. Smeltzer. Signs, G. W. 
Hewitt. Speakers, Joe Wanender and 
Mark Mayer. 

The regional governor and vice-chair- 
man, R. T. Bowman, Richmond; Charles 
R. Garrison, Anderson; Ed Steete, 
Terre Haute, and Elmer C. Thomas, 
Mishewaka. 

The State Shoe Retailers Committee 
consists of Ben Becker, Terre Haute; 
Lew Faderly, Anderson; Sam Schwartz, 
Muncie; Paul O. Keuhn, South Bend; 
Louis Stein, New “Albany, and Earl 
Bills, Richmond, Ind. 
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York Retailers Plan for 
Banquet 


York, Pa.—Officers were elected and 
plans were made for the annual em- 
ployees get-together meeting of the 
York Shoe Retailers Association, when 
the association met on Monday, Jan. 12, 
in the store of the M. and L. Shoe 
Store. 

Edward Reineberg, of Edward Reine- 
berg & Company, was elected president 
of the association when Mose Leibowitz 
declined a fourth term in that office. 
Mr. Leibowitz declined the nomination 
for the office feeling that a change of 
blood would be good for the interest of 
the association. Other officers elected 
included Mr. Leibowitz, vice-president; 
Davis Lewis, of Bear’s Department 
Store, secretary, and Charles Martin, 
of G. R. Kinney Company, treasurer. 

Although details of the annual get- 
together meeting were left to the in- 
coming officers of the association, a date 
was fixed at the meeting. The banquet 
will be held on March 2, in the ballroom 
of the Hotel Yorktowne. Following the 
plan of last year’s successful banquet, 
at which more than 200 persons were 
present, the association will again ex- 
tend an invitation to retailers associ- 
ated with the York Retail Merchants 
Bureau and with the York Chamber of 
Commerce to attend the meeting. They 
plan to secure a speaker who will ad- 
dress the gathering on a subject of in- 
terest to all retailers. 

The York merchants reported a fair 
volume of business during the Christ- 
mas season and look forward with op- 
timism to 1931 business. 

The York association, one of the 
most active in the country, is planning 
an interesting program for the year. 
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MUSEBECK 


oublerach (ourSunight 
SHOE 





New 
Talking 
Pots 


New ideas are needed in the shoe 
business to increase business. The 
sound, sensible arch construction 
features of the Musebeck Shoe 
are proving wonderful profit 
builders for dealers all over the 
country. Around these features 
you can tell a construction story 
that your men customers will be- 
lieve. 


METATARSAL ARCH 


A 





(C) Musebeck WEAR-STRAIGHT insole, 
shaped to give perfect foot balance. Result: 
Outsoles wear straight across the bottom in- 
stead of wearing thin to wedged shape at 
outside ball. 

(D) Thick, mellow insole, shaped to Meta- 
tarsal Arch. A permanent solid leather arch 
that fits the normal foot and does not collapse. 

(E) Imported hair felt, chemically treated, 
An insulation against dampness, cold or heat. 


Copyrighted 





Write for catalog and our Sales Help 
Plan which includes the seven ways 
that we help you sell MUSEBECK 
DOUBLE-ARCH WEAR-STRAIGHT 
Shoes and Oxfords. Your Men’s shoe 
business can be built up with the 
complete line of MUSEBECK Shoes. 
In these shoes, shoe construction has 
been developed that gives the entire 
bone and tissues structure of the 
foot full support and protection. 





TERMS: 2% 20 Days, 30 Days Net 








MUSEBECK 


DANVILLE, ILLINOIS 
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Men’s Shoes 
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(?) M. A. PACKARD CO., Makers 
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A. E. NETTLETON CO. 
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Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 
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Lynn Protests Price Cutting 





Manufacturers Hold Such Policy Tends to Demoralize Industry 
and Will So Advise National Association 


LyNN, MAss.—The business of pro- 
viding goes on here, with the usual im- 
provement that comes with the January 
markets, and, also, with manufacturers 
observing with much satisfaction the 
recent U. S. census bulletin showing 
that $420,000,000 worth of women’s 
shoes were made in 1929. That’s big 
business; indeed, $100,000,000 more 
than the business in masculine foot- 
wear. What’s been done once can be 
done again, especially with the popula- 
tion increasing, and styles improving, 
and merchandising rising to new power. 
So a total production of half a billion 
dollars’ worth of feminine footwear is 
a target worth shooting at. 

Colors lighten, and hopes brighten, as 
the sun rises higher in the skies. The 
sands and the beiges, and the blues and 
the greens are coming along. But the 
black kids hold on, being strengthened 
this time with new trims of pleasing 
design and usually of the reptile leath- 
ers such as water snake or baby python 
or lizard. Patent is jockeying for a 
fresh start. Morocco is used in in- 
creasing quantity for sport shoes, 
chiefly the sport types for street wear. 

With materials, for both sole and up- 
per stock, as abundant as they are, as 
well as low in price as they are, 
there never were better chances for 
merchants to interpret the modes as 
regards styles and prices, order shoes, 
and sell them in increasing quantities. 
Many methods for the advancement of 
business have been set forth; but the 
one method that has not failed yet, and 
isn’t likely to fail in the future, is to 
increase the selling power and distrib- 
ute more goods. 





Pittsburgh Merchants Elect 
Directors 


Pittsburgh, Pa—The Pittsburgh Shoe 
Retailers Association, at their meeting 
on Jan. 15, went on record by a unani- 
mous vote in favor of having the 1932 
convention of the Middle Atlantic Shoe 
Retailers Association held in Pittsburgh. 
Mark Egan of the Convention Bureau of 
the Chamber of Commerce offered the 
cooperation of the Chamber in getting 
the 1932 meeting for the Steel City. 

Speakers at the meeting included H. 
B. McNeal, president of the Community 
Builders of America, Inc., who gave a 
brief résumé of the activities of the or- 
ganization for the retail and indepen- 
dent merchant. Samuel Lavine of the 
Parisian Shoe Shop gave a short talk on 
the outstanding features of the recent 
convention in Detroit. He was of the 
impression that 1931 would show an 
improvement in the shoe trade. 

Directors elected for three-year terms 
included: John T. Winn, Robert Nof- 
singer, Wilfrid Kuhl, Bruce Murphy and 
Samuel Lavine. H. W. Ritter presided 
at the meeting which was well attended. 

The meeting was held in the newly 
remodeled shoe store of W. M. Laird 
and Co. William Laird acted as host. 
Dinner preceded the business session. 
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The Lynn Shoe Manufacturers’ Asso- 
ciation has taken a stand against slash- 
ing prices of shoes, holding that it de- 
moralizes the affairs of the merchant 
and his customer, as well as of manu- 
facturers, tanners and all others of the 
producing branch. The association has 
the courage of its convictions in this 
matter, and has instructed its delegates 
to appear before the National Associa- 
tion of Boot and Shoe Manufacturers 
and there protest against the practice 
of cutting prices until there is no sub- 
stance left to business. A reasonable 
reaction from this attitude, of course, 
would be an advance price movement, 
and an upswing of business. 


White Shoes 
Prominent in 


Fashion Show 


NEw YorK—White shoes played a 
prominent part in the spring and sum- 
mer fashion showing staged under the 
direction of the Garment Retailers As- 
sociation of America at the Hotel Astor 
on Tuesday evening of last week. 

Of 20 kid shoes worn by models dis- 
playing daytime apparel, 10 were of 
white kid, four of black kid, three 
brown, two beige and one green. Four 
patent leather shoes were worn, and 
thirteen shoes of calfskin. Of these 
latter, five were white suede with 
reptile, calf or kid trim. 

One rajah lizard oxford was seen and 
there were nine linen shoes, of which 
four were white, two green, two canary 
and one pink beige. 

Of three strictly formal dress type 
afternoon shoes, one was of white 
faille, one of bisque satin and one of 
black satin. 








Allen Edmonds Shoe Corpora- 
tion Formed 


BELGIUM, W1s.—The Allen Edmonds 
Shoe Company, which purchased the 
old organization of the Allen Spiegel 
Shoe Manufacturing Company is being 
officially liquidated by four trustees. 
There has been no interruption in man- 
ufacturing nor sales to carry out this 
liquidation. 

Commencing Dec. 1, W. A. Edmonds 
and E. W. Allen formed a new corpora- 
tion, the Allen Edmonds Shoe Corpora- 
tion, with new capital, and have pur- 
‘chased from the trustees of the Allen 
Edmonds Shoe Company all of the as- 
sets, good will, patent rights and trade 
marks and will continue the business 
as a going organization, unhampered 
by some of the legal technicalities sur- 
rounding the old corporation. Sales 
policies and manufacturing policies 
will not be changed, except in methods 
of improvement of the product. 

The Foot Fitter patents and the 
Osteo-path-ik patents are being com- 
bined and used in both Foot Fitter and 
Osteo-path-ik shoes. 
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Actual photograph of the crowd 
at the Gaytees window of 
Davison-Paxon, Atlanta, Ga. 


oo---- and in ATLANTAS 
Passersby on Peachtree Street stopped to admire. 
This photograph shows the intensity of their interest. 
You can interest them, too! The same plan will work for you! 


Just ask the Gaytees salesman about it. He will gladly tell you about the Paris ap- 
proved Gaytees and the Gaytees sales plans that build interest and profits for alert 
retailers. 


To say a line has style is not enough. You must have 
an authentic reason. Gaytees are approved by Paris 


Gaytees—the Tailored Overshoe made only by the 


United States @) Rubber Company 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 








Boudoir Slippers In Stock 
UNUSUAL VALUES 








810 Wos. Blk. 
t = 1.40 
oe ‘a r 

spi Guaranteed” 
SCHWARTZ é BEREee, Int 
Spee in Co alle’ 
240 Na Tith St. Philadelphia, Pa. 















No.C7306—Allsizes in stock 
for immediate delivery. 
Write for ive cir. 








HORCO SLIPPERS are made better— 
and sell better—than any other slippers 
on the market in the popular’ price 
class. Catalog on Request 

VINCENT HORWITZ CO., Inc. 
64-76 W. 23rd St. New York City 














High Grade Turn Mules 
and D’Orsays 






Catalogue sent on 
request 


Paristyle Footwear Mfg. Co., Inc. 
Factory and Salesroom 
40-46 West 25th St. New York City 








MEN’S FINE 


HAND TURNED 


SLIPPERS 
Manufactured 
fined slippers wa 
8 
from $2.00 to $2.65, . W. S. CHASE & SONS 
Send for Catalogue. Haverhill, Mass. 


Boston Office: Room 501, Statler Bldg. 


tiated I) <AN- halted I) 








Turns only — 
Catalog on Drenyppey 
request, 










No. 1434—Tan 
Kid Everett 
C-D-E, $2.60 


IN AZ 
‘ 








Ok) L. B. EVANS SON CO., Wakefield, Mass. © 









Stanley Weiss Takes Over 
Cohn Business 


NEw YorK—Jo- 
seph Cohn & Sons 
announce the re- 
tirement of Abram 
Cohn from _ the 
firm, he having 
sold his interest in 
the business to his 
nephew, Stanley 
Weiss. The busi- 
ness will be con- 
tinued by Mr. 
Weiss under the 
same firm name. 
He will adhere to 
the policies and 
traditions of the founder. 

This business was established by Jo- 
seph Cohn, who in 1883 leased space in 
Hearn’s Fourteenth Street Department 
store. It is understood that this ven- 
ture was the first leased shoe depart- 
ment in the country. The business has 
been in the hands of the family since. 
Stanley Weiss, who has been connected 
with the store since 1911, is a grandson 
of the founder. 

One outstanding feature is that this 
firm has consistently kept to the better 
grades of shoes, even though popular- 
priced shoes have dominated the neigh- 
borhood. For 30 years, high grade 
lines have been sold under the depart- 
ment’s copyrighted name of “Tender- 
foot.” While the quality lines have 
been maintained and the business in 
these grades has shown a _ steady 
healthy growth, a $4.95 section, known 
as “Tenderfoot Junior Economy Sec- 
tion,” has been recently added. The 
needs of young women wearers of fast 
styles are cared for in this department. 





Stanley Weiss 





Stalemate in Brockton 
Wage Negotiations 


BROCKTON, MAss.—Efforts by manu- 
facturers to obtain a new stable wage 
list have struck another snag with re- 
fusal of the Boot and Shoe Workers’ 
Union locals to sign arbitration papers 
for submission to the State Board of 
Conciliation and Arbitration the matter 
of a 10 per cent decrease in prices 
‘asked some time ago by the Brockton 
Shoe Manufacturers’ Association. 

The unions contend that the request 
is an unfair one in that each company 
should deal individually with the unions. 
At the present time the negotiations 
are stalemated, with no indication as 
to what will be the next move. Manu- 
facturers contend that the delay is af- 
fecting future business. 





Rumor Officially Corrected 


This is the great rumor season of the 
year. We spike one of them. We take 
this opportunity of broadcasting gen- 
erally the following statement: 

“In regard to the rumors which it is 
said have arisen in regard to The United 
States Shoe Company’s relations to the 
Alfred J. Sweet Co., our interests are 
the same as they have always been, own- 
ing the controlling interest in this cor- 


poration. 
THE UNITED STATES SHOE 
COMPANY.” 
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Conference on Employment in 
Shoe Trade 


Boston—An important conference to 
discuss the best methods of speeding up 
shoe production and relieving unem- 
ployment in the industry was held at 
the State House, Boston, Jan. 13, under 
the auspices of the Massachusetts 
Emergency Committee on Unemploy- 
ment, James J. Phelan, chairman. 

Several prominent Massachusetts 
shoe manufacturers were present, and 
the New England Shoe and Leather As- 
sociation was officially represented. 

After an extended discussion of con- 
ditions in this section, the Conference 
agreed on the following recommenda- 
tions: 

1. That until the present depression 
has passed there should be no overtime 
in shoe factories, excepting in cases of 
real emergency. 

2. That the five-day system be put 
into effect. 

3. That the eight-hour day be gener- 
ally adopted. 

4. That only one worker per family 
be employed in any department of shoe 
factories. 

5. That department stores be urged 
to at once put in more adequate stocks 
of footwear. 

6. That. retail and wholesale shoe 
dealers be urged to immediately place 
normal orders for spring - merchandise. 

7. That shoe manufacturers, as a 
matter of justice to the tanners, place 
orders for leather as far ahead as pos- 
sible. 

Among other constructive sugges- 
‘tions advanced at the meeting was the 
one that all shoe manufacturers should 
look into the advisability of adopting 
the successful experiment of E. T. 
Wright & Co., Rockland, Mass., and 
have the machines in their plants 
painted in various attractive and har- 
monious colors to relieve the mental 
and eye-strain of operatives, and bet- 
ter insure their contentment. 

Chairman Phelan stressed the need 
of doing everything possible for the so- 
called white-collar workers who are at 
present out of employment in the shoe 
and other industries, and who in many 
cases are the real sufferers from the 
business depression. 

It was also recommended that a gen- 
eral campaign of painting and cleaning 
up plants be carried out between now 
and spring. Incidentally, it was re- 
ported that Massachusetts is now or- 
ganized one hundred per cent for the 
relief of unemployment. 

The committee will hold an unem- 
ployment conference with Massachu- 
setts tanners in room 364, State House, 
Boston, Jan. 20. 





Walter Booth at Miami 


MILWAUKEE—Walter Booth, president 
of the Walter Booth Shoe Co., Milwau- 
kee, manufacturers of men’s five and 
six dollar shoes, is on a month’s vaca- 
tion at Miami Beach, Florida—the first 
vacation he has had in many years. 





George Utley Goes South 


MILWAUKEE—George Utley, manager 
of the Harsh & Chapline Shoe Co., Mil- 
waukee, has been on a business tri} to 
Lynchburg and Florida. He is due 
back in Milwaukee on Jan. 24. 
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WHERE TO BUY 


Dancing Shoes and Taps 


eelN STOCK eece 


Norridgewock Shoe Co., Inc. 
NORRIDGEWOCK, MAINES=—= 
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WHERE TO BUY 


Riding Boots 
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RIDING BOOTS 
IN-STOCK 


For Men, Women and 
Children—also 
Jodhpurs and Field 

ts. 


Write for catalog. 
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WHERE TO BUY 


Dancing Sandals 
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Black Glove Leather Uppers 
Grey Elk Sole 

WOMEN $1.15—MISS $1.10 

White Glove 

Leather Uppers 

White Elk 
Sole 


Women $1.30 
Miss $1.25 
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Elegance Features Canada Styles 


Dominion Merchants, in Annual Convention at Toronto, 
Warned of Retail Problems That Threaten Future 


Toronto, ONT. (UTPS) — Approxi- 
mately 400 merchants and manufactur- 
ers attended the National Shoe Retail- 
ers’ Association convention held here in 
the Royal York Hotel, but in addition 
to viewing the style show, to orchestral 
music, in which elegance appeared to be 
the dominant note marking the ladies’ 
footwear for 1931, the delegates re- 
ceived messages in the form of ad- 
dresses, which were rather in the na- 
ture of rude jolts. These pointed 
speeches were by George S. Hougham, 
secretary of the Retail Merchants’ As- 
sociation of Canada, and also of the 
affiliated shoe retailers’ association, and 
by G. R. Stevens, Canadian trade com- 
missioner to Peru. 

Secretary Hougham told the dele- 
gates that the individual retailer today 
was faced by three alternatives—entry 
into a voluntary cooperative system with 
his fellow independent retailers in the 
same business; absorption in a chain or 
a more powerful organization; or going 
out of business. In his report as sec- 
retary of the shoe retailers, he quoted 
Dominion statistics showing that, in 
spite of depression, chain store units 
were increasing yearly at the rate of 
30 per cent, and were doing more and 
more business in Canada. In spite of 
the complacent belief of some shoe deal- 
ers that chain stores could not do busi- 
ness in the shoe industry, Mr. Hougham 
said he noted there were 28 chains in 
Canada, operating 199 retail shoe 
stores, in the period under review. 

Shoes of fashion and quality were 
featured in the 1931 Made-in-Canada 
style review. These included a Grecian 
sandal for evening wear in black silk 
suede, silver kid, and overlay of rhine- 
stones; a D’Orsay pump in smart black 
and white; formal gold pump, with 
orange suede and silver kid overlay; 
flamingo brocade, used with gold trim 
in a one-buckle ankle strap evening 
shoe; and a rich sandal of red, green 
and white silk, woven with gold and 
black kid. 

In shoes generally, suave elegance is 
more accentuated than ever before. 
Shoes are trimmed and all sorts of 
leathers and kids are combined, but, 
except in those for evening wear, the 





“Twilight” Sale a Success 


Louisville, Ky. (UTPS)—The Boston 
Shoe Store on Jan. 8 tried out a new 
sales plan with gratifying results. They 
advertised in the papers and by a large 
placard in the vestibule of their store 
that on that night they would hold a 
“twilight sale” for those people who 
could not shop during the day time. Sale 
hours were 6 to.9 p.m. 

Special inducements were offered in 
hosiery and in women’s high grade shoes 
at a substantial reduction. The hours 
were strictly adhered to, not a sale shoe 
being sold before the hours designated, 
in fact they were not on display before 
six. The response showed that the idea 
was popular for the store was crowded 
all evening with customers. Sales of 
hosiery were particularly good. 


trimming is cautiously used. In black, 
for street or afternoon, there are shown 
ties, pumps and a few straps, and also 
combinations of suede and kid or patent 
with one of these. Reptile, in dark 
gray tones on black shoes, stressed the 
main gray note. In fact, reptile ap- 
pears in a large number of the shoes, 
its shade chosen to agree in tone with 
the brown, the black or the popular 
sea-sand kid. Marking the evening 
mode are jeweled strappings, jewel-set 
vamps, sequin in brilliant tones to 
match the gown; and gold and silver 
kid trimmings. 


Heel Hugger Shoes Going on 
the Air 


AUvUBURN, N. Y.—Heel Hugger Shoes, 
Inc., of Auburn, N. Y., announce that 
they will be on the air beginning Sun- 
day, Jan. 25, over a coast to coast net- 
work of the National Broadcasting 
Company. Their program, which will 
feature an orchestra and male quartet, 
will be on the air at 11:15 Eastern 
standard time. 


Pattern Firm Changes Name 


CINCINNATI—The Wiechman Pattern 
Company, Cincinnati, has changed its 
name to the Wiechman Shoe Service 
Corporation. No other changes have 
taken place. Harry A. Wiechman is to 
remain president; and the offices and 
factory will be located as heretofore, in 
the Duttenhofer Building. 


Veteran Ohio Shoe Merchant 
Dies 


LANCASTER, OHI0O—Death came Jan. 
12 to William E. Joos, 62, Lancaster’s 
oldest shoe merchant, who passed away 
in his home at 105 W. Mulberry Street, 
following an illness of four years. Sur- 
viving are the widow, two daughters, 
Miss Helen Joos and Mrs. Mary Rider, 
one son, Clarence, all of the home, a 
sister, Miss Caroline Joos, and four 
brothers, John, Frank, Joseph and 
Charles Joos, all living west of Lancas- 
ter. Another sister, Lena Joos, passed 
away Christmas day. 

Mr. Joos had been in the shoe busi- 
ness here since 1902, when he was a 
partner of William Quick, now de- 
ceased. In 1909 the former founded 
the W. E. Joos Co., now located at 153 
W. Main Street. 


New Leather Dressing 


A new neutral dressing, in liquid 
form, for leather footwear, hand bags 
and pocket books, is now on the mar- 
ket. It is known as Marvela leather 
dressing, and is produced by a firm of 
leather chemists in Boston, Mass. It is 
a white, creamy, non-sticky liquid that 
cleanses and dresses the leather, and 
which takes a high polish with the use 
of a flannel rag or buffing brush. The 
dressing thus performs a dual purpose, 
in that it cleans and preserves the 














’ KENDALL SHOE 
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UST looking at a shoe having an Arm- 
strong’s Cork-Box Toe, youcan’t tell it from 
a hard box. But try your thumb on it! The 
side wall and forepart are firm yet the box is 
soft and yielding where tip and vamp meet. 


2 busi- 
was a 
w de- 
punded 
at 153 


tomers as illustrated above. Your shoes, 
broad or narrow toe, dress or sport, can have 


this flexibility and style. Simply specify 


It’s “*broken in’’ before it’s ever worn. No 
wrinkling though. Nor will the toe flatten 


Armstrong’s Cork Box Toes when you are 
ordering your shoes. Write us for names of 


i 

he Fi out. Armstrong’s Cork Box Toes preserve manufacturers who use these box toes regu- 

d bags style lines for the life of the shoe. Here is _ larly intheir line. Armstrong Cork Company, 
fev visible comfort you can show to your cus- 933 Arch Street, Lancaster, Pennsylvania. 
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WHERE TO BUY 


Children’s Footwear 





Children’s Fine Goodyear Welt Shoes 
THE GILBERT SHOE Co. 
THIENSVILLE, WS. 








Approved by Medical Men 
As a fully ventilated 
the Burkley Ven 


ted Foot Developer 
is unexcelled. Well 
surgeons recom- 

mend its use. 
Burkley Shoe Co. 
1156 No. Main St, 














High Grade Goodyear 
Welt Shoes in Stock. 





Wiswell-Santry Shoe Mfg. Co. 
Cedar Grove, Wis. 
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WHERE TO BUY 
W ork Shoes 
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WHERE TO BUY 
Shoe Forms 





made of white, 
transparent or co 


nc FAIRYLITE 
Shoe E ~= Co., Ine..g Auburn, N. Y. 
nll 






























Just to show what a branch shoe 
store should look like: The Country 
Club branch of the Miller Shoe Co., 
Kansas City, Mo. 

While the modernistic fittings of this 
snappy shop lifts it out of the ordinary 
class, the various mirrors and unex- 
pected display cases serve to make the 
















place one to be long remembered. 
Stock is carried in the rear in both 
jogs. The down town store is mainly 
Arch Preserver, but while this branch 
carries a good representative line of 
that brand, a strong children’s assort- 
ment is maintained. A complete hosiery 
stock rounds out the store’s service. 





hese, May Supply 
Next Style Motif 
for Footwear 


LYNN, MASss.—Persian fashions may 
be next on the list, for the Persian art 
theme is breaking here, and the con- 
figurators of shoes, having recollec- 
tions of the celebrated King Tut styles, 
are reading up to learn what the Per- 
sian tombs, as well as the Persian art 
exhibits, may bring forth next. 

Forecasting the ways of feminine 
feet isn’t as easy as it used to be. New 
thoughts keep bobbing up. There’s the 
Vestal bill, providing that designs may 
be registered, the same as inventions 
may be patented. Opposition to it is 
increasing here. However, the bill may 
become a law, with certain consequences 
to both shoe manufacturers and mer- 
chants, especially those dealing in pop- 
ular novelties. One of the most suc- 
cessful producers of shoes in Lynn once 
laid down the proposition that “no shoe 
is a style unless there’s volume business 
in it.” This interpretation is com- 
monly good today. 

Another new idea, engaging the at- 
tention of both designers and mer- 
chants, is that of constructing the style 
from the bottom up—that is, first de- 
signing the sole and then working up 
into the vamp and quarter. For in- 
stance, a sport model is made with a 
fairly substantial sole and a moderate 
heel, while a dancing slipper is made 
with a ribbon-like sole and a high slim 
heel. This is, true enough, just ele- 
mentary. But working in to the de- 
tail, we arrive at the blending of sole 
and heel lines with upper lines, and 
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even the blending of colors for the bot- 
tom and the upper structures. This 
idea makes the shoe an ensemble in it- 
self, in its best form, a perfect whole 
of perfect parts. 

Colors are coming along for the 
brighter hues, and as for prices, it 
may be said that the buyers are sharp- 
ening up their knives and slicing up 
shoes to see what’s inside, so they can 
tell, according to their technical skill, 
whether or not they’re getting their 
money’s worth. 





Merrill Resigns 


BROCKTON, MAss.—William L. Mer- 
rill, superintendent of manufacturing 
for many: years of the George E. Keith 
Company, has resigned because of ill 
health, and Henry B. Whitcomb, for 
many years superintendent of the No. 
11 factory of the company, has heen 
named to fill his position. Harold E. 
Hayward, previously a foreman, will 
advance to Mr. Whitcomb’s post. Mr. 
Merrill plans to take a long rest in 
the hope that he can regain his health. 





Improvement Reported 
In Haverhill Factories 


HAVERHILL, MAss.—Gradual improve- 
ment in business in the local shoe in- 
dustry is reflected this week in in- 
creased payrolls and added employ- 
ment. Business is still Spotty, and 
early spring business, it is apparent, 
will not reach the levels of the spring 
of 1930. The price situation has not 
sufficiently clarified to allow loca! shoe 
men to be optimistic, and the price 
competition is the factor on which ger- 
eral concern is expressed locally. 
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Once OVERBUYING gets started, it soon grows into too many shoes, too many lines, 
too many retail prices—a frozen mass of unprofitable merchandise. 


ove! As it goes along it picks up and absorbs most of the earnings that might otherwise be made. 
' —_~ Nothing can prevent a sluggish, swollen inventory from rolling a business into red figures. 
Ne No Unnecessary? Of course it is. Instead of buying a few shoes in many lines, consolidate 
s heen and solidify your stock by concentrating on one good line of fast-selling shoes . . . shoes 
—" j that are finely styled, attractively priced and quality built. Add to it the advantage of 
LO. eS eS large floor stocks which enable you to “fill in” when you need instead of “loading up” 
a P in advance. * * » That’s the modern way to increase sales, speed up turnover, reduce 


inventory and make money in the shoe business. 


The answer is—Buy “Star Brand” shoes .... sell “Star Brand” shoes—as hundreds of 











tories 100% “Star Brand” dealers can testify. 
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WHERE TO BUY 
Spats 


iad 





‘Ss la ndard’ 


vertising campaigns 
ever run Spats— 
er nen by display 

newspaper mats, 
a handsome box. 


Priced to retail 
$1.50 to $5.00 
Write for 
samples. 


Watch “Standard” Spats in 1931 
S. Rauh & Co., 650 Sixth Ave., New York 
eee 





IDEAL 


Registered Trade Mark 


With Manolis Spats 
and Shoe Ornaments you 
will advertise your name 
fer the season of 1931. 
Attractive window dis- 
players given with or- 
ders. 


MANOLIS MFG. CO. 
4248 Ne. Crawford Ave. 
Chicago, tii. 


Ww 


IMPERIAL SPAT MFG CO 


FWA AND IPOD OID ODT 


BOND STREET 
Spats 


The nest, best known, 
of all. Styled in Bngland 
—made in and 
priced to retail at $1.50 

$5.00. Backed by 


Deckages. Immediate delivery. 
THE WILLIAMS MFG. COMPANY 
Ohi, U. & A. 
VCC Or rG ub arb ara. 
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WHERE TO BUY 


Store Fixtures 


1 COPY) } THE 


NEW GOODWIN CATALOG | 


of SHOE STORE FIXTURES 
nd STORE INSTALLATIONS 


I GOODWIN & 

















| New Year Orders 


in Lynn Exceed 
All Predictions 


LYNN, Mass.—The start on the new 
year’s business is turning out to be bet- 
ter than was expected here. Retail 
merchants must be short of sizes, as 
well as styles, for orders for immediate 
delivery are crowding in with orders 
for future delivery. Immediate orders 
call chiefly for oxfords and pumps, or 
winter type shoes. The first shipments 
of the light and dainty novelties have 
already been made to the Winter resort 
trade. 

The new move here, and new resolu- 
tions always come with the new year, 
is toward better grade specialties, that 
is, a limited production of finer styles 
and let the volume business be as it 
may. The making of better grade spe- 
cialties, of course, calls for the selection 
of extra choice materials, more skillful 
shoemaking, and more aggressive mer- 
chandising. It represents an effort to 
do business with those merchants whose 
customers choose their shoes with care, 
and are willing to pay fairly good 
prices for them. It’s something dif- 
ferent from fast styling. It’s one of 
those more serious effects, that exact 
a higher skill, and more patient effort, 
and more courage. 

New round toe lasts are reported, 
with a consequent shortening of vamps, 
and short coupling of shanks, and 
higher heel effects; also, a shift in pat- 
terns, because a round toe last calls 
for sinuous lines and trims, while a 
long toe last calls for long narrow lines 
and trims. 

As for materials, glossy black is in 
the news (it’s a new term for shiny 
patent leather) and there are novel 
coarse fabrics, such as cotton woven 
like canvas, linen with embroidered eye- 
lets in it, crepe linen with a satiny 
finish, silk in honeycomb weave, and 
friar’s cloth and other fabrics of coarse 
yarns. Open work effects are going to 
be good, judging from the fabrics, as 
well as the activity of the firms that 
make dies for punching holes in leather 
vamps and quarters. 

The new blue is gaining, and the 
same may be said of the greens; also 
of the sands, beiges and parchments. 
It’s going to be a colorful season, and, 
though blacks were recently reported 
as first and foremost, yet there are 
strong signs of a turn toward shoes 
with more color and more sales pos- 
sibilities in them. 

In brief, if a run on the brighter 
colors comes, then millions of women 
will buy new shoes. 





Nationality Groups 


One of the new Rival stores in Boston 
is assembling its men’s styles in English 
groups, French groups, Scotch brogue 
groups and American groups. Each group 
has its own distinctive characteristics, 
and these are brought out strongly by 
this method of display. 

It is believed that men’s shoe busi- 
ness can be promoted by educating the 
man regarding shoe styles. 

















Philadelphia Shops 
Stage Clearances 


PHILADELPHIA (UTPS)—Post holi- 
day clearance sales opened the New 
Year with much display advertising 
among department stores, independents 
and chain shops this week. With the 
exception of the one-price shops, reduc. 
tions varied from 10 to 20 per cent, and 
covered all lines from boudoir slippers 
to fancy evening types. 

While the larger independents have 
been keeping track of inventory and 
sales as of the close of each month, 
twelve-month comparisons as against 
1929 are given out with a marked re. 
luctance. Few retailers, among sey- 
eral interviewed, had sought a com. 
parison with 1927 or 1928, although 
admitting the picture might be brighter 
if 1930 totals were compared with a 
year of more normal trade. 


C. J. Anderson to 
Close One Store 


JAMESTOWN, N. Y.—C. J. Anderson, 
who for 50 years has been engaged in 
the retail footwear business in James- 
town, with stores at Third and Main 
Streets and in East Second Street, will 
discontinue the latter store owing to 
ill health. Mr. Anderson was stricken 
ill last November, and since that time 
he has been confined to his home. The 
East Second Street store has been in 
operation for a period of thirty-five 
years. The Anderson shoe store in 
Main Street was the first in James- 
town to install electric lights. 


New Haverhill Firm 
In Operation 


HAVERHILL, MAsS.—The Dainty Maid 
Shoe Company, headed by Edgar A. 
Movsesian, formerly of the Academy 
Shoe Company, began operations in the 
local shoe industry with the opening of 
the New Year, and is engaged in the 
manufacture of women’s highgrade 
turn shoes. The company is started 
with a daily output of 35 cases and 
will increase as fast as possible to 50 
and employ 150 operatives. The com- 
pany operates retail stores under the 
same name as the manufacturing 
branch of the business. 


New Shoe Plant Expanding 


CHILLICOTHE, OHIO (UTPS) — The 
Chillicothe plant of the Stern-Auer 
Shoe Co. is now employing 150 workers 
and has a daily output of 700 pairs ac- 
cording to company officials. Steps are 
being taken for the installation of ad- 
ditional equipment to increase the out- 
put to 1800 pairs daily. The plant was 
opened in the past year after being 
erected by the Chamber of Commerce 
of Chillicothe from public subscrip- 
tions. 


Fire Damages Store 


DaNBuRY, ConN. (UTPS)—Fire did 
much damage to the shoe store 0p- 
erated at 385 Main Street by Harry 
Markoff. Water damage to stock will 
run into several thousands of dollars. 
No estimate on the loss has been al- 
nounced. 
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WHERE TO BUY 


Slipper Ornaments 





of Every Description for 
Boudoir Slippers 


The right merchandise at the right time 
Selid colors in stock ples on req 


HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 
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WHERE TO BUY 


Women’s Shoes 


1 OP ee 





THE JOHN BSSERTS SHOE ©O., ING. 
IN Buffalo, N. Y. éToox 








Internationally recognised as the acme of 
{lity shoes. 


utility 
A product of 
SHAFT-PIERCE SHOE CO., 














BIAR: 
33 West 27th St. 








Opens Shoe Department 


CoLuMBus, OHIO (UTPS)—Walker’s 
Inc., which operates a clothing store at 
20 North High Street, has departed 
from its former policy of restricting 
its lines to clothing and has opened a 
men’s shoe department under the man- 
agement of E. J. Oates. The concern 
will handle the Nettleton line of shoes. 





McDonald Shoe 
Company, Tacoma, 
Opens New Store 


TacoMA, WASH. (UTPS)—With the 
signing of a new ten-year lease and 
the formal opening of a completely re- 
modeled and redecorated store, the Mc- 
Donald Shoe Company has entered the 
42nd year as an established specialty 
shoe shop. 

The business was founded by R. D. 
McDonald, some 35 years ago, who con- 
tinued to head the business until his 
retirement some four years ago. Don- 
ald T. McDonald entered the business 
25 years ago, and Clifford R. McDon- 
ald became associated with the concern 
15 years ago, the former now serving 
as president-treasurer and the latter 
as vice-president-secretary. 

From the new entrance of chromium 
steel, set in black vitro glass, the store 
resembles in no respect the house it 
replaced. The Neon sign, with the let- 
ters set into the black glass over the 
entrance, is the only one of its kind 
in Tacoma. The show window back- 
grounds are of panels of _ selected 
matched walnut, and new show stands 
and fixtures are in use. 

The first floor is equipped with wood- 
work and shelving of black walnut. 
Walnut chairs, upholstered in green and 
red leather, with fitting stools to match; 
luxurious carpets and drapes, eight 
full-length mirrors and the latest in 
lights designed for specialty shops, fur- 
nish the men’s department on the first 
floor. 

The interior arrangement has been 
changed to dispense with the old stair- 
case, and the mezzanine floor, or wom- 
en’s department, is reached by a stair- 
way of beautiful design, at the left of 
the entrance. The shelving in this de- 
partment is concealed by attractive 
panels and wicker chairs, covered with 
glazed chintz, and eight full-length mir- 
rors comprise the furnishings for this 
department distinctly different from 
those below stairs. 


Donates Shoes 


CoLuMBUS, OHIO (UTPS)—The Gil- 
bert Shoe Co., a retail store, ha¢ do- 
nated more than 1000 rubbers for the 
poor and needy. The distribution is be- 
ing made through the Charity Newsies, 
an association of former newsboys, now 
well-known business men, who have 
carried on charity work for the past 25 
years. 





Heels 3% Inches High 


An amazing order was offered in a 
Boston store the other day. It called 
for shoes with heels 3% inches high, 
breast measurement, not back measure- 
ment. It came from abroad, from fara- 
way South Africa. No- shoes to fill it 
could be located in Boston, so it was 
sent over to New York to see what 
might be done with it there. One Bos- 
tonian recollected such heels. They 
were used some years ago on special 
order shoes for a stage dancer who had 
danced on her toes so much that she 
could not walk except on her toes, and 
so required heels 31% inches high. 











Local Managers to Buy 
Men’s Shoes for Gimbel 


New York —Gimbel Brothers, Inc, 
have discontinued the position of cep. 
tral men’s shoe buyer for the upstairs 
departments of the Gimbel stores, ef. 
fcetive Jan. 15, 1931. 

George McLaughlin, who has filled 
the post since the job was created, has 
announced his resignation as of the 
same date. Mr. McLaughlin has been 
with Gimbel Brothers for several years, 
five years as buyer of men’s and boys’ 
shoes in the Philadelphia store and two 
years as central buyer of men’s shoes 
in the upstairs departments of the four 
Gimbel stores. 

The vacancy will not be filled, as the 
post has been discontinued. The buy. 
ing of men’s shoes for the Gimbel 
stores will be supervised by local man- 
agers. 


More Morocco Grains 


PeEABoDY, Mass.—Tanners are putting 
more morocco grain plates into their 
presses, which is plain proof that the 
morocco grains are gaining as the mak- 
ing of leather for Spring shoes goes on. 

Tannages have been quickened, and 
the art of novelty finishing leather has 
been brought up to a new time-saving 
schedule; indeed, so much so that in 
some instances finishers will take plain 
leather from tanneries in the morning 
and deliver it back to the tanneries, 
embossed and finished in new style, by 
noon. 

Colors are, generally speaking, ac- 
cording to the charts. Prices are more 
or less chaotic. At least offerings are 
lower than tanners care to accept, even 
when orders for many thousands of 
feet of leather are offered. 


Bigger and Better Boxes 


LYNN, MAss.—Frank C. Meyer Co. 
has set up a lot of new machinery for 
making boxes for shoes, and has added 
three motor trucks, each of which looks 
as big as a freight car, for delivering 
boxes. 

But possibly of greater interest to 
shoe merchants is the company’s new 
slogan, “Bigger and Better Boxes.” 
Shoes are running to the larger sizes, 
hence longer boxes. Besides, high heels 
require wider boxes. And the combina- 
- of length and width means bigger 

oxes. 


New Light Shoe Line 


Lynn, Mass.—Sycle Shoe Co., which 
has just started up at 585 Essex Street, 
Lynn, having moved over from Salem, 
is producing a new light weight line 
of dancing and dress shoes by the 
“Airo” process. The secret is in the 
bottom construction. The company has 
already made good shipments of 1931 
novelties to the Winter resort trace. 


Jacobs Leaves Hub to Join 
May Co. 


BALTIMORE—After being associated 
with the Hecht Company and the Hub 
of Baltimore for over nine years as shoe 
buyer, Al Jacobs has resigned, effective 
immediately, to join the May Company 
of Baltimore as buyer and manayer 0 
their men’s, women’s and children’s shoe 
departments. 
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The 
New 


Hore, EDISON 


°A hotel worthy of its name’ 


47th Street, just west of Broadway, New York 


1000 ROOMS—1000 BATHS 
RADIO IN EVERY ROOM 


New York’s newest mid-town hotel, offering 
for the first time a new standard of luxurious 
hotel accommodations at truly moderate rates. 
Single from $2.50 - Double from 84 - Suites from $7 
WILLIAM F. THOMANN, Manager 
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IN STOCK 
Brown Suede 


Gen. Calcutta Liz. 
Trim 


Black Suede 
Gen. Rajah Liz. Trim 


Satin Mat Kid 


= ® Gen. Calcutta Trim 
Combination Last AAA to D 


‘MADE IN PHILA. BY MASTER CRAFTSMEN” 








54 No. 4th St., Phila., Pa. 
* Send for Catalog 





‘ C. S. GIBBON CO., Inc. 
= oni 
[aes peed 


New Edition 
Shoe and Leather Lexicon 


We are ready to take orders for at once delivery 
of the new and revised Shoe and Leather Lexicon. 
This handy book of the trade is in its sixth edi- 


tion, over 100,000 copies now in use. Price 50 
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REASONS 


WHY YOU SHOULD SPECIFY 
BUILT-UP LEATHER HEELS 


They will outwear any 
» other type of heel. 


They are the only correct 
a heels for daytime wear. 


3 There is give and resiliency 
a to built-up leather heels. 


And don’t fail to consider both 
the cost and the weight of 
Renton built-up leather heels. 


WRITE FOR FURTHER INFORMATION 
RENTON HEEL CO. 


63 ALLERTON ST., LYNN, MASS. 








Students in famous Illinois clinic 


STUDY. CHIROPODY 


Many of the world’s leading Chiropodists are former shoe people 
who have followed up their valuable experience at the fitting stool 
with a course ir. Chiropody. Today they are earning from $5,000 
to $15,000 a year. 

The opportunities for Chiropodists are unlimited. In the United 
States there are about 162,000 physicians, about 82,000 dentists, 
but only 5,000 Chiropodists! A virgin field! 

Course only 2 years at best known College of Chiropody in 
America equips you for practice. 19th year. You are ready to enter 
with four years high schdol or equivalent. Largest foot clinic in 
world —over 16,000 foot cases handled annually, large faculty 
physicians, surgeons, chiropodists. Write for catalog. No obligation. 


——--=——MAIL THIS COUPON TODAY -—~—--~— 
ILLINOIS COLLEGE OF CHIROPODY AND FOOT SURGERY 
1327 N. Clark St., Chicago, Illinois 
Gentlemen: Please send me, postage prepaid, latest catalog and complete 
information relative to Chiropody and your school. 

NamMe....-.-----0-ee0-0-00-0-+ 
Street and Number 
City. 




















WHERE TO BUY 


Shoe Accessories 


EASE CALLOUSES with 
IDEAL FELT 
Metatarsal Buttons 
Specifically shaped, they are cor- 

Three sizes, small, medium, 


rective. 
and large. Also cupeoaiee felt, mixed and all wool. 
One pound papers of %”, and %”. 


Security Shoe Finding Mfg. Co. Wet 
23 S$ WELLS sT. CHICAGO 


WHERE TO BUY 
Ballet Slippers 





Rights and Lefts 
Two Grades 

We a of 
Im Stock 

185 West Menree 








Stock Black Kid 
Ballet Right and Left 
Last 


1.25 pair 
1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INO. 
147 Duane Street, 
New York City 


QUALITY 


We are known to dancers 
for fine footwear at low 
cost. Italian Toe Danc- 
4} ing Slippers, Hoffert Danc- 
ing Flats, Sandals, tap 
i plates, rompers, supports, 
} and other dancing supplies 
ij that your customers need. 











Write us! 


CHICAGO 


‘Te seeert THEATRICAL SHOE CO. 
209 S. State Street 
Chfeage, I. 
Coast orders filled fro 
6715 Hollywood Bivd., Hollywood, Cal. 


BLACK KID BALLET SLIPPERS 
MADE ON RIGHT AND LEFT LASTS 
Wom. Miss, Childs 

Sots Beas. Sie OL has 
Coast : : 
Brooks Shoe Mfg. Co. 
Fhiledelphis— 


Swanson and Ritner Sts. 
Les Angelee—11¢2 Se. Hill St. 








6¢¥ 7[C” GREISHIMER, formerly with 

Carl E. Schmidt & Co., of Detroit, 
is now a member of the sales force of 
P. W. Minor & Son, Inc., of Batavia, 
N. Y. Mr. Greishimer is covering Mich- 
igan, Ohio and Indiana with this well- 
known line of women’s shoes. 





On the Selling End 


News of the Shoe Travelers and Sales Activities 


T= annual meeting of the Phila- 
delphia Shoe Travelers Association 
was held on Saturday, January 17, at 
the Hotel Adelphia in that city. The 
following officers were elected for the 
present year. President: William J. 
Miller, first vice-president, Charles A. 
Scanlon; second vice-president, Sidney 
Horowitz; third vice-president, Louis 
Zuroff, secretary-treasurer, Paul S. 
Lippincott. Members of the Board of 
Governors, John M. Scanlon, Stuart 
Fry, William F. Clement and Frank 
Oberfield. 

The meeting was a very well at- 
tended and-successful one and brought 
out, together with plans for the year’s 
future activities, a reference to one 
especially effective effort made during 
the year just past. It has been the 
custom of the city government to assess 
a mercantile tax varying from $7.50 to 
as high as $125.00 which has always 
been paid by _ resident salesmen. 
Through the efforts of the association 
and counsel it was ruled that salesmen 
not selling stock from their offices were 
not liable under the fax law and the 
taxes were remitted. 

An informal luncheon preceded the 
meeting and an interesting entertain- 
ment program was provided. Short 
talks upon the business outlook for the 
year were given by Messrs. Samuel H. 
Koons and H. Walter Scott at the con- 


clusion of the luncheon. 


At the annual meeting of the Wis- 
consin Shoe Travelers Association, 
held at the Hotel Plankinton, the fol- 
lowing officers were elected for the year 
of 1931: 

President, Fred E. Schmidt, Milwau- 
kee, with the Ideal Shoe Co., Milwau- 
kee. 

First vice-president, H. W. Klos, 
Madison, with Dunn & McCarthy, Inc., 
Auburn, N. Y. 

Second vice-president, William L. 
McMannis, Milwaukee, with Freeman 
Shoe Co., Beloit, Wis. 

Secretary and treasurer, C. W. John- 
son, Wauwatosa, Wis., with Adams 
Shoe Co., Milwaukee. 

Board of Governors members were 
elected an, follows: 

L. L. Imig, Milwaukee, with Rich- 
Vogel Shoe Co., Chicago. 

R. C. Spranger, Milwaukee, with 
Groves Shoe Co., Chicago. 

Ray J. Wussow, Milwaukee, 
Hood Rubber Co., Milwaukee. 


with 


HE Shoe Travelers Association of 

Chicago held the monthly meeting in 
the Shoe Club, Republic Building, Sat- 
urday, Jan. 17, installing officers for 
the year. Dave Marks was reelected 
president. 

Reports from the national convention 
were given by the delegates, and plans 
were laid for a more active vear on the 
part of the association in building mem- 
bership and arranging for entertain- 
ment features. 











Style Show for Salesmen 








The International Shoe Company last 
month brought together in St. Louis 
all of the sales forces for its three St. 
Louis distributing branches; Roberts, 
Johnson & Rand Shoe Company, Peters 
Shoe Company and Friedman-Shelby 
Shoe Company for the purpose of in- 
forming them regarding the new line 
they are now presenting to the trade, 

A four-day series of instructive lec- 
tures and demonstrations was held, dur- 


72 


ing which time the various sales forces 
were advised of the improvements, 
changes and new developments injected 
into their lines by their respective or- 
ganizations. 

As a climax to these sales meetings, 
elaborate style shows were put on in 
the main ballrooms of the Jefferson and 
Statler hotels. The style shows in each 
case were put on under the supervision 

of E. C. Hyde, of the International 





Shoe Company Style Department. 
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POSITION WANTED 


POSITION WANTED 


MERCHANTS’ NEEDS 





RETAIL Shoe Salesman, nine years. Am 

familiar with all lines of shoes, and —_ 
ances. Have served as manager of Shoe 
Departments. 

am twenty-seven years of age neat ap- 

pearing, can furnish references on request. 
Would like to connect with growing concern, 
where advancement is possible by good hard 
honest work. Salary Secondary. 

G F DAVIDSON, Box No. 103 Bay Har- 
bor, Fla. 





Y OUNG SHOE MAN, 27 years old. 7 years 
wholesale experience in stock and shipping 
department. also_ acquainted with local_ trade. 
Al references. S. EDELSTEIN, 263 So. 9th 
Street, Brooklyn, N. Y. 





S HOE man will locate manufacturer or other 
in desirable concession for shoe department 
located in Los Angeles. Can complete arrange- 
ments and manage department after installation. 
Married, 37, good health. Complete record on 
your first inquiry. MYRON E. LEAVITT, 
1224 West Eighth St., Los Angeles, Cal. 


AVAILABLE at once, a real go getter, knows 
how to advertise effectively, merchandise 
rofitably, and buy the popular priced shoe and 

osiery lines, create smart window trims. 
Formerly operating six central location stores. 
I am thirty years old and married. Willing to 
go anywhere that real hard work will return a 
fair salary. Write or wire C-305, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





SALESMAN with car, single, will travel any 
place in United States. Sold stitchdowns 
and house slippers. Will consider an offer on a 
drawing account basis. Address C-304, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





WANTED TO PURCHASE 











W ANTED—Position as manager of retail shoe 

store, 15 years’ experience. Will accept 
same on straight percent, whereby I pay part 
or all expenses. GUS URDETTE, 1023 
Hathaway Street, Owensboro, Ky. 





ANTED— Position as manager or assistant 

manager in popular price shoe store. Five 
years experience selling shoes for large chain 
store company, dealing in Men’s, Women’s, and 
Children shoes. Can give good references. 
MYRON W. CHRISTEN, 915 12 Avenue 
South, St Cloud, Minnesota. 





HAVE sold the best accounts in Pennsylvania, 
New Jersey, Delaware, Virginia, Maryland 
and Washington for 20 years, Refer to any 
large dealer or Dep’t Store buyer— 
an open accounts and want a mew line on 
the territory that will pay me for my ability 
to open accounts—Goods must be right—Is 
there such a line? 
Can style, advertise or fill any position as 
executive in factory— 
Address, Walter B. Yost, 39 S. 8th Street, 
Philadelphia, Pa. 
Will go any territory— 


If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 
KIRSCH-BLACHER CO., INC. 
590 Broadway New York 
Phone Canal 6-4298 and 4299 








We will pay the best price for 
your surplus or entire stocks of shoes, 
general merchandise or department 
stores. Leases assumed. 

Phone - Write - Call 
All matters strictly confidential. 


I. SIMON CO. 


101 Reade St., New York City 
Phone Worth 5922 Het. 1880 

















SHOE buyer, manager, years of experience and 

excellent reputation as stylist of popular 
and better grade women’s shoes in large de- 
partment store in Eastern City. Age 34, best 
references, available at once. Would also con- 
sider proposition as assistant to merchandise 
manager or owner. Address C-297, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


E_XPERIENCED shoe salesman for metropoli- 

tan district. Highest references. Twelve 
years traveling experience, with car. Address 
C-299, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 


SHOE BUYER, 39 years old, married, de- 

partment store experience in women’s and 
children’s shoes, 20 years in the shoe business 
buying and selling medium and high grade 
lines. Would like to locate with department 
store. Best reference. Write M. J. KINICK, 
79 Stella Ave., Kenmor, N. Y. 


WANTED position as manager or buyer, 

married, age 26, 7, years’ experience along 
these lines. My integrity, faithfulness and 
honesty above reproach. Best references. Pre- 
fer around Pitts urgh, but will consider any 
location. Address C-300, care Boot & Shoe 
peer. 239 West 39th Street, New York, 














RETAIL shoe man, 16 years’ experience. Fine 

appearance, tall. Al references. Two years 
5th Avenue experience. Address C-301, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. ‘ 


RETAIL SHOE MAN, 37 years of age, 

married, have had 14 years’ experience in 
the different phases of shoe retailing which in- 
clude ae yr and operating of stores. Know 
shoes and can fit them. References from former 
employers as to character and ability. Write to 
H. H. BINGHAM, 15 E. 5th, Liberal, Kansas. 


EFFICIENCY Engineer, many years’ experi- 

ence amongst shoe retailers. pen for con- 
nection to go into retail stores and demonstrate. 
He knows how to meet chain store competition. 
Manufacturers who wish to increase their vol- 
ume take notice. References furnished from 
former employers that will qualify earnest con- 
sideration. ARNOLD BAMBERGER, 922 
West North Avenue, Baltimore, Md. 
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Send Glass Sizes for Estimate 
Designs and Materiais - No ODligation 


CAMDEN Co. 160 NWells St. 


CHICAGO. ILL. 





= Milbradt 
=| Rolling Step Ladders 
| Enable you to reach your 


highest shelves conveni- 
ently. 


They last a lifetime 
and 


Are made in any style, 
shape or size to fit any 
kind of shelving. 


Write for general catalog 
and let us suggest the 
best ladder for your use. 


Milbradt 
Manufacturing Co. 
Established 1895 
2416 No. 10th Street 
ST. LOUIS, MO.. 











Everything for Your Windows 
Futuristic Displays and 
Backgrounds 


Artificial Flowers, 
Paintings, Settings, 
Pa orders, Ribbon Borders, Decora 

P ng. Fells, Flitters, Valances, Draping Mate- 
rial, Grass Mats. Send for Fancy Paper Booklet. 
Price Tickets. 

DAVE’S DISPLAY DECORATIONS 
118 West Broadway, New York 














New Improved 


otiy Cup 


for Price Tickets 


TILTS AT ANY ANGLE 
Gross $5.00 HalfGross $2.75 


SATISFACTION GUARANTEED 


M. D. POLLINGER CO. 
Holland Bldg. St. Louis, Mo. 











—VINDOW 
IDISPLAY FIXTURES 


smal by 
SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


| ARE BUSINESS GETTERS 


Cavalier Corporation Adds 
New Line 


BALTIMORE, Mp.—The Cavalier Cor- 
poration, shoe polish manufacturers, 
headed by James V. Lobell as president, 
Keyhighway and Jackson Street, Balti- 
more, Md., has purchased the ma- 
chinery and formulas of the Burchard 
Blacking and Oil Company, aiso of this 
city, located at 1322-1332 Greenmount 
Avenue, and is now producing this for- 
mer line of goods in its own plant, in 
addition to its regular line of shoe 
polishes, dyes, etc. The purchase was 
made through a receiver’s sale. 


Portland Store Suffers 
Fire Loss 


PORTLAND, ORE. (UTPS)—Sam Swir- 
sky, who has been in the shoe business 
in Portland for the past 35 years and 
manager of Barron’s shoe store, re- 
ported a loss of $50,000 in a recent 
fire here, which was partly covered — 
by insurance. The balance of the stock 
recovered was disposed of to Olds, 
Wortman & King department store. 














The Home Hotel 
of New York 


Homelike in service, 
appointments and lo- 
cation... away from 
noise and congestion, 
yet but a few minutes 
from Times Square... 
garage facilities for 
tourists. 


Room and Bath from 
$3 single $4 double 
500 Rooms 


Home folks will 
like this hotel 


HOTEL 


BRETTON HALL 
BROADWAY at 86th ST. 
NEW YORK 


Pg 


HOTELS 








49th to 50th Sts. 
Lexington Ave. 
NEW YORK CITY 


800 Rooms 
Each with Tub 
%g to’! $12 


and Shower 
per day saa 
Special Monthly Radio in Every Room 


(Be 
3 minutes’ walk from Grand Central. Times 
Square, Fifth Avenue Shops important 


mmercial centers, * ding shi nd 
deeotees nearby. 10 minwes oo Penn thidlen. 





MONTCLAIR 
MON 


$3 to #5 
per day 


For 2 persons 
$4 to 6 
per day 


Suites 


Zz 














ON FHE The 
reakers 


.ATLANTIC CITY NJ. 


OCEAN’ FRONT, 


Extraordinary Reduction 
in Rates 


AS LOW AS 


Without Meals 
$2.50 Daily Per Person 
35.00 Weekly for Two 


With Meals 
$6.00 Daily Per Person 
70.00 Weekly for Two 


American or European Plan 
Hot and Cold Sea Water in All Baths 
Complete Garage Facilities 














They Do Like Service 
[CONTINUED FROM PAGE 29] 


black, strong, classy pair of black shoes 
for dress. Suppose you know the kind 
I want.” See the confidence expressed 
in style selection. Then get an insight 
of how thoroughly Woodward sells find- 
ings, for in this letter the polish or- 
dered amounts to $4.10. 

Often a boy will write to Woodward, 
even before he does to his mother, or 
at the same time. Then it is Wood- 
ward’s cue to immediately call up the 
home and repeat what Junior wrote. 

Boys of two well-known Detroit fam- 
ilies proved that the treatment accorded 
them in Fyfe’s was right to their lik- 
ing. In one politically prominent fam- 
ily, the boys are ten and thirteen years’ 
old. Judged by ordinary standards, the 
father is decidedly well-to-do. Yet 
Woodward collects all the paper clips 
and rubber bands he finds for these 
boys. The father’s suggestion that it 
would be best for the boys to trade 
around in different stores was met with 
a flat refusal. 

Another boy whose grandfather is 
one of the world’s richest men was 
given a watch fob by the store, a pres- 
ent such as is made to all boy custom- 
ers. This youngster asked for another. 
Later he boasted about selling the sec- 
ond fob for fifty cents. Neither this 
boy nor his brother will consent to pur- 
chase their shoes at any other store 
than Fyfe’s. : 

Boys of good caliber are regularly 
entering the industry in those estab- 
lishments which attract them. Perhaps 
those employers who claim the present 
young people are not up to standard 
are themselves to blame for not attract- 
ing or training those who must do the 
selling job of the future. Certainly the 
Fyfe organization is in remarkable 
shape in that respect. 


Walter J. Hallahan Dies 


PHILADELPHIA (UTPS):—Walter J. 
Hallahan, son of the late Peter T. Hal- 
lahan, founder of the firm of Hallahan 
& Sons, Inc., shoe manufacturers, died 
on Monday, Jan. 12, at the age of 57. 
He is survived by one son, Butler Hal- 
lahan, of New York. Mr. Hallahan was 
prominent in the social and artistic 
activities of the city as well as being 
one of the more active of manufactur- 
ers in the business before his retire- 
ment. He was ill for several months 
before his death. 


Leverenz Shoe Company on 
Full Time 


SHEBOYGAN, WIs.—Leverenz Shoe 
Company here is operating its factory 
on full time, at full capacity, with a full 
crew, and from all present indications 
will continue to do so for the next sev- 
eral months. 








No Limit to Progress 


Lynn, Mass.—‘“Human progress will 
go on for as long as scientific research 
is kept up.” The statement is from Dr. 
Elihu Thomson of the General Electric 
laboratories, one of the world’s greatest 
research engineers. 

Apply the saying to shoes. What does 
it mean? There’s been progress in the 
past, more in the last century than for 
thousands of years before, and there will 
be even greater, for both shoe merchant 
and shoe manufacturer in the years to 
come, and that right in our own time, if 
we carry on scientific research in shoe 
making and shoe merchandising. 











Stresses Quality as Cure for 
Depression 


WILMINGTON, DEL. (UTPS).—Not 
every retailer has the opportunity of 
telling the public—outside of his adver- 
tising—just what trouble his business 
has in these times. Nor is he offered 
editorial space to give a remedy—but 
George T. Sauter, of the Nelson Shoe 
Co., writes his piece for the local news- 
papers on “The Truth about Depres- 
sion, and the Remedy.” 

“It is quite evident that too much 
publicity has been given the depressed 
condition in business,” he says in part. 
“This has brought to life an element 
who works upon the unsophisticated 
public. So-called cheaper merchandise 
is brought into play as a means of in- 
creasing sales volume, the purchaser, of 
course receiving a poor quality of 
goods, thus increasing their cost of liv- 


ing. 

“The public has learned in the past 
ten years to appreciate quality in mer- 
chandise and to receive excellence in 
service. The service, of course, plays a 
big part in operating costs. Years of 
experience have taught the writer that 
a sound trade can only be built over a 
period of years and maintained by the 
sale of goods of such quality which will 
admit of no dispute.” 


Who Knows This Man? 


New YorkK.—Theophile Wybrecht, of 
11836 Evanston Avenue, Detroit, Mich., 
is desirous of information as to the 
present whereabouts of his father, 
Theodore’ Bernhard Wybrecht, who 
when last heard from was in the retail 
shoe business in New York or Boston. 
Anyone having any knowledge of Theo- 
dore Wybrecht is asked to communicate 
with the son at the above address. 
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You are overlooking a decided sales advantage 
if you are not stressing the advantage of lacing 
hooks on boys’ shoes. Boys like them because 
they are quick and easy to lace. Their mothers 
like them because the boy can be taught to 
look out for his own shoes . . . Stress these ad- 
vantages with your customers . . . They mean 
readier sales. 


TUBULAR RIVET AND STUD CO. 
United Shoe Machinery Corporation, Seiling Agents 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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Boot and Shoe 
Recorder 
Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of THe Boor anp 
SHoe Recorper is to help solve it; for 
this is. the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 


A Buying Guide to 
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